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During January, February 
and March get twelve of 
any product in the Franklin 
line and pay for only eleven. 
An extra 5% profit for 
you. Ask your wholesaler. 


THE FRANKLIN GLUE CO, 


COLUMBUS 15, OHIO 








MIRRO-MATI 


electric fry pan 


coecesececececscecee eCOMPLETELY immersible, when Heat 
Control is removed, for easy, safe, thor- 
nme ———-—— ough washing! 

7 Fe COMPLETELY automatic, with the 
MIRRO-MATIC Heat Control plug 
a that can be used with any of the new 
automatic MIRRO-MATIC utensils! 

o0be 606060000686. eee 

stews, bakes, steams! 
COMPLETE with full-value features... 
Signal Light in Heat Control... Tem- 
perature Guide on handle... Steam- 
eeee event in cover... stamped aluminum 
construction...extra deep, for full 
4-qt. capacity. 11’ square, 24%" deep. 
COMPLETE with Cover, Heat Control, 
Cord and colorful recipe $1995 


book. to retail at. 
$14.45 


Pan and Cover, without Heat ante and Cord 
Heat Control and Cord (fits both Dutch Oven and Fry Pan), $5.50 
Fed. Tax Incl. 


YOUR MIRRO JOBBER! 


variety... fries, 


e 
<n of thump o 


* Guaranteed ~, 
Good ~———,),* - 


@lSt- TESTED 
/ MeLalls 





All prices include cord and Federal Tax 
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Chrome 
MIRRO-MATIC 
Electric Percolator 
9-cup, $19.95 


weet Se 
Polished Aluminum 
Chrome MIRRO-MATIC 
MIRRO-MATIC Electric Percolator 
Electric Percolator 8-cup, 38S 
11.985 


8-cup, $19.95 4-cup, 9-cup, $13.9 





Polished Aluminum 
MIRRO-MATIC 
Electric Percolator 
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Newest Member of 
the MIRRO-MATIC 
HEAT CONTROL FAMILY! 


MIRRO-MATIC electric DUTCH OVEN 


Bakes, roasts, stews, fries, all with accu- 
rate controlled heat. A handsome keep-hot 
server, for buffet or table. Completely im- 
mersible, for easiest cleaning. 

5-qt. Dutch Oven, complete with Cover, Heat $1995 
Control, Cord, and recipe book, to retail at 


Dutch Oven and Cover, without Heat Control 
and C 


Heat Control and Cord (fits both Dutch Oven 
and Fry Pan) 


Fed. Tax Incl. 


sNOW SHOVELS 
AND PUSHERS 


Two NEW Y 
MIRRO 
PRODUCTS 


ry 


MIRRO 
Corn Popper 
2%-at. $6.95 $39.95 


MIRRO-MATIC 
New! 50-cup 
Electric Percolator 















LAWN-BOY REPORT * FEBRUARY 27, 1958 


Here’s how “exclusives” are born 


Somebody asked me the other day how | 
felt about exclusive selling areas for dis- 
tributors and dealers. 

I answered that there’s nothing better 
for a manufacturer of a big-ticket item 
than a good exclusive selling arrangement. 
I'd much rather deal with twenty top dis- 
tributors who could sell asmany LAWN-BOYs 
as two hundred second-string distributors. 


But, alas, there aren’t many distributors 
—or dealers—who can effectively cover 
the areas they'd like to. So it’s just plain 
impossible to make that kind of exclusive 
arrangement for an area, say, the size of 
New York City. No one dealer—or even 
distributor—can hope to handle this busi- 
ness successfully alone. The potential mar- 
ket in power mowers is too great. Nobody 
could realize this potential himself with- 
out the spur of competition. 








Who ever heard of a decent “exclusive’”’ 
that you didn’t build up to? Nobody, in- 
cluding the overworked distributor, would 
benefit from that kind of “exclusive.” 

So it boils down to this: Especially in 
the power-mower business, you make your 
own “exclusive” by offering more value 
and more service than your competitor 
who may also have the line you're selling. 





LAWNOBOY 
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A “better mousetrap”’ will sure-as-shootin’ 
bring you that exclusive. It’s up to you just 
how exclusive you want it to be. 

In power mowers, the “better mouse- 
trap” consists, first, in having the best line. 
I think very seriously that LAWN-BOY is 
that line. 

When you've chosen the line that gives 
you the most solid engineering, the most 
service, and the most advertising and sales 
support—LAWN-BOY, of course—you then 
learn the real selling facts about vour 
mower. 

Then you advertise. Use the mats and 
commercials that your distributor offers 
you—in fact, you let him help you schedule 
the ad campaign for your best selling 
seasons. 

And you offer a complete power-mower 
service to your customers. At this point you 
begin to woo customers from your com- 
petitor, who doesn’t service mowers. And 
those customers tell other customers who 
begin to come from ‘way across town to 
the “big’’ power-mower store. You've got 
vour own exclusive. 

Of course you see this is no gimmick, 
just good business, and it works with all 
the other big-ticket items you carry as well 
as with LAWN-BOY. 


Sales Manager 


Lamar, Missouri. Division Outboard Marine Corporation 
Johnson ani Evinrude Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 





MAKING MONEY IN POWER MOWERS 


style-setting hour glass design 


LOCO. 


counter, bar and 
bathroom stools 


RaARs 


3 HEIGHTS! 3 FRAME FINISHES! 3 SEAT STYLES! 


@ Cosco gives a fashionable new flair to stools 
that will bring you profitable new sales. Three 
heights—16", 24” and 30”; three seat styles— 
fixed, revolving and revolving seat with back; 
ns de ea . \\ three frame finishes—chrome, ebony and smart, 


poe aS A a new metallic tan enamel. Upholstery in choice of 
Bathroom stools as low : ae 


colors in attractive new Barko pattern. See them 
as $6.95 ($7.45 Zone 2). 


—stock them, right away, for a fast start on ’58 
sales records. 


HAMILTON MANUFACTURING CORPORATION ¢ COLUMBUS, INDIANA 


and be sure to keep ample stock 
of all these COSCO sales makers 
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Set up an American Chain Section 
AND WATCH YOUR CHAIN SALES GROW! 


Here’s a simple, practical way to increase your 
chain sales and profits: 


(1) Specialize on American chain - American is the 
best-known chain line—Acco is the brand name every- 
body knows. Your customers will readily accept chain 
items bearing the acco identification. They know that 
ACCO branded products are made by a large, established 
firm with an unsurpassed reputation for integrity, 
quality and value. 


(2) Set up an American Chain Section in your store 
Keep a full stock of attractively-packaged American 
Chain items displayed on shelves. These brightly- 
colored packages are instantly identified—they make 
it easy for customers to select what they want. Also, 
place an acco Chain Salesmaker in a prominent loca- 
tion where customers can see and feel the chain. Show 
ACCO-PAILS of Proof Coil and BBB chain, each pail 
plainly labeled and identified. And display an acco 
Dog-Chain Assortment, too. ... A neat, well-stocked 


American Chain Section will mark your store as “‘chain 
headquarters’ in your community. 


(3) Deal with our American Chain Distributor 

He was appointed on the basis of integrity, a reputation 
for responsibility—and the ability to give you at all 
times the very finest and fastest chain service. 

Tying up with the leading chain manufacturer and 
the leading chain distributor will go a long way toward 
building and maintaining your name as your commu- 
nity’s leading chain dealer! 

For additional information, write us at York, Pa., 
for interesting booklet, ‘‘Finger Tip Facts About Chain.”’ 
It’s loaded with selling points, yet it’s brief! 


American Chain Division 


AMERICAN CHAIN & CABLE 


Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 





Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
cates Warehouse Stocks *Portiand, Ore., *San Francisco 
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Editorial 


by W. A. Phair 


Retailers or wholesalers. . . 


We in the East have just been clobbered by the worst snow storm 
in 30 years. It’s been snowing and blowing for three days. The 
temperature is down around zero and the wind is still howling out 
of the northwest at 30 miles an hour. The storm sash is rattling like 
a Model T Ford and the trees are weighed down with globs of snow 
and are rubbing against the house. 


The roads are blocked with drifts up to 12-ft. high. The fuel oil 
supply is getting low and there’s little chance of a truck getting 
through for several days, so we're all out chopping and sawing 
firewood. 


A neighbor’s youngster is ill so we’ve just finished busting a rut 
out to the highway so the doctor can get in. But that will likely be 
drifted over in a few hours. 


These hard blows by nature are discomforting, but I think they 
also have some virtues. I can’t get into the office today, so these 
comments are being written at home. There are no telephones ring- 
ing. No dictaphones. No typewriters. No interruptions. It is an 
idea] time to sit down and do a little objective thinking. 


It does us all some good to occasionally get away from the office 
or the store and go over our problems and how we are handling them 
to see if our thinking is really on the right track. Sometimes it seems 
that we get running so fast in our day-to-day activities that we sort 
of forget just where we’re running to. 


Let’s take a typical store owner. He has dozens of real headaches. 
He keeps juggling all sorts of ideas, trying to come up with the cor- 
rect solutions. But sometimes he seems to juggle the wrong balls 
and comes up with ideas that are not always sound. 


Take this matter of buying. A great many dealers spend the 
better part of each day on this job, yet the life blood of any retail 
store is selling. So selling suffers, while the owner or manager spends 
many hours trying to outsmart everybody else. And really there’s 
not a great deal the average dealer can do to buy cheaper than the 
market. 


Sure, every now and then you run across a buy, or an extra five. 
But are these really savings? How about the quantities? How about 
the cash discount? How about the dating? How about the freight? 
How much capital are you taking away from other things to handle 
this? Will the stuff sell? 


Very often you'll find, after vou weigh all these factors, that you 
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Editorial 


continued 


are not really buying any cheaper. It just looks that way. It’s pretty 
difficult to buy cheaper than the going price. Wholesalers have to stay 
competitive to keep in business. 


Yes, every now and then one of them will come up with a loss leader 
to attract attention. But you know how a loss leader works. You have to 
make it up on something else. 


A merchandising man for one of the big mail order chains said to me 
at the Housewares Show that the big difference between their retail 
stores and the average hardware store is that their managers spend all 
their time selling, while most hardware store managers spend most of 
their time buying. That’s something to think about. 


Margins and profits... 


Ask the average hardware dealer today what is wrong with the hard- 
ware business and most likely he’ll tell you that margins are too small. 
Of course he’s right. Margins are too small. But low margins are not the 
cause of low profits. They merely reflect the problem. The causes of low 
margins are many and varied, and the low margin headache cannot be 
corrected by demanding larger margins from manufacturers. 


In the first place, the whole trend in distribution is to reducing the 
cost of distributing goods. We may not like this, but it is a simple fact: 
higher margins are just not in the cards. 


All the emphasis we place on margin these days tends to obscure the 
really important elements in making profits in a retail store, elements 
that we can control. 


For example, we talk of margins on a line, but we never talk about 
the cost of handling the line. In fact, most stores have no idea what it 
actually costs to handle a line or even a department. It is possible that a 
line with a high margin brings in less profit dollars than a line with a low 
margin. Some lines cost more to handle, to sell than others. But if you 
don’t keep at least departmental costs, how can you tell whether or not a 
line has an adequate margin? This points up an important deficiency in 
the typical store ... the lack of adequate records. 


Turnover is another subject that is still not too well understood. It 
seems that every dealer today wants to buy everything in factory drop 
shipments. Sure, the buying cost is a little lower, but what do these large 
shipments do to turnover? If you save 15 percent on a drop shipment, but 
only turn it over once, you’re not making money on the deal. 


Going in for factory directs also ties up money that is needed to keep 
up your stock in other lines. A shortage of capital, due to- heavy buying 
of factory directs, could lead to outs in other staples. The sales !ost 
through these outs could more than equal any savings on the factory 
shipment. 


The more I see of successful, profitable stores, the more convinced 
I am that attention paid to increasing turnover will bring in more profit 
dollars than any savings in costs that may be had by buying factory 
shipments. 
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BY WASHINGTON 


Tax cut this year unlikely unless 
predicted business upturn fizzles 


Can you count on a tax cut, either personal or busi- 
ness, this year? The outlook is still against it, despite 
mounting talk in Washington. 

Two main factors make a cut unlikely as things 
now stand: 

(1) Most economists still expect a business upturn 
will begin in the next few months, which will make 
a tax cut unnecessary for economic reasons. 

(2) A tax cut of any size would throw the pre- 
cariously-balanced federal budget into the red by as 
much as $5 to $8 billion. This would bring another 
round of inflation, and make it tough for the govern- 
ment to finance the military buildup. 

Strongest factor favoring a cut is the election next 
fall. Should the predicted economic upturn fail to 


appear, there is a chance that your taxes will be re- 
duced. 


outlook 


If you favor a cut in either personal, small business, 
or excise taxes, write your congressmen now. Tell 
them what it would mean to you, your business, and 
conditions in your area. If business doesn’t pick up 
by April or May, renew your demand, and look for 
a tax cut before election time. 


Watch incoming invoices because 
freight rate rise is now a fact 


Freight bills will begin to rise immediately, by 
about 2 percent. 

The Interstate Commerce Commission has approved 
a broad increase in railroad freight rates. It will cost 
shippers an extra $182 million a year. 

Increases are approved on a wide range of new 
materials: manufactured goods, lumber, and fuels. 
Tools and appliances are among the commodities in- 
volved. The increases range from 2 to 5 percent for 
various goods. The ICC turned down the railroad bid 
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for new charges for handling and loading freight. 

The new rates were put into effect subject to re- 
fund, while the ICC conducts a detailed study of their 
lawfulness. There is little likelihood of any important 
reductions later. 


outlook 


Review your pricing policies. If the higher rates show 
up on your invoices, make sure your markups cover 
the increased costs. Watch heavy and bulky items par- 
ticularly. 


You should not hold onto money 
deducted from employees for tax 


Make sure you promptly turn over to the govern- 
ment the money you withhold from employees for 
income tax and social security purposes. 

Here’s why: A new law, signed recently by Presi- 
dent Eisenhower, makes it a criminal offense in some 
cases to hold back these funds. Offenders may be 
subject to a $5000 fine and a year in jail. 

Government tax agents say they plan to use the 
new law immediately to crack down on delinquent em- 
ployers. 

The new law permits the government to order a 
delinquent employer to put future withholding funds 
in a special trust bank account, which only the gov- 
ernment can touch. Failure to follow the order within 
two days makes an employer subject to the criminal 
penalties. 

The new law won’t affect some $300 million in delin- 
quent withholding taxes now owed. 


outlook 


Make sure you keep close track of funds you withhold 
from your employees’ paychecks for the government, 
even though you may dislike acting as an unpaid tax 
collector for the government. Don’t be tempted to 
borrow these funds to use as extra capital, under any 
circumstances. 
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So many exclusive features ...so low priced... 
OUTSELLS ALL OTHER JIG sAws @ ro ff! 


Even the new Shopmate’s recommended selling * New See-As-You-Saw Jig-Lite! 

price looks like a special! The fact is, no other jig : q 

saw has so many features yet is priced so low for * New Left or Right Angle Adjustment to 45°! 
volume sales. The new Shopmate provides its own , , : : 
light, bevels left or right to 45°, really cuts 2 x 4’s, * New Eight Inch Rip Fence and Circle Guide! 


perfect circles, everything from metals to leathers, * New Auxiliary Guide Handle! 
even makes its own starting hole. Comes with 


three special blades that give it the versatility of * New Fast-Cutting—2650 Strokes Per Minute! 
" f seven other saws. 


Powerful big space ads in leading consumer 

















publications like Saturday Evening Post, Popular [ | 
Mechanics and Popular Science introduce this sen- | Cina manage 
: sational new jig saw to SUGGESTED RETAIL | 320 West 83rd Street, Chicago 20, Illinois 
your customers. And, 
to help you even more, | Please send complete information on the 
complete promotional 3 all-new Shopmate Jig Saw, including | 
material is available prices and promotion material. 
free of charge! | ae 
Spite eed ee RAR 
— | FIRM NAME 7 
‘ ADDRESS 
. 4 PORTABLE ELECTRIC TOOLS, INC. 1 cir state | 
320 West 83rd Street « Chicago 20, illinois , 
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A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


*, 1 
it s really The current softness in our economy is “not the beginning of a 


nothing new... sharp decline . . . but a periodic adjustment which is characteristic 
in a free economy,” according to Dr. Marcus Nadler, a professor 
of finance at New York University. These adjustments occurred 
in 1948 and 1953, and were weathered well by the hardware indus- 
try. HA Recommendation: Don’t let the gloom merchants sell you 
short. Don’t be caught with empty stock shelves as the bounce-back 


begins. Remember, the dealer who sits around waiting for a dip 
usually gets one. 





government Shortly after this issue of HARDWARE AGE is in your hands, you 


sees lif4 should be feeling a general lift in the buying attitude of customers. 
seed, In a Feb. 12 statement, President Eisenhower forecast “the begin- 
ning of the end” of the recession in business during March. The 
President pledged the government to bolster the economy, includ- 
ing a tax cut, if the sag does not straighten out. HA Recommenda- 
tion: Get your store ready for the return to regular sales levels. 
Bring spring staple stocks up to reasonable depth. Promote spring 
items now. Plan for a normal-to-excellent summer sales record. 





FNMA does The government has made another effort to bolster the economy 
its share in an attempt to revive business activity. This one’s in housing : 
eaphiee the Federal National Mortgage Assn. has increased its buying price 
of GI and FHA mortgages by % to 1% percentage points. HA 
Recommendation: Look for an increase in housing starts as this 
and other recent incentives spur building activity. These lines 
should prosper: builders’ hardware, paint, outdoor lines, plumb- 
ing and electrical lines, and new-home items. 





' 
there's always Many merchandising lessons are learned in a short period when 


sales show a tendency to soften. A buyer’s market, such as cur- 
rently in sway, drives home the need for tight inventory control 
and strong sales promotion. Many manufacturers have recently 
learned this, and the result will be much hard sell for the rest of 
1958. HA Recommendation: Roll up your sleeves and make hard 
sell your by-word. Even as the sales picture brightens, pound home 


the words: product knowledge; step-up selling; turnover; and 
salesmanship. 


a lesson... 





... turn to p. 112 for more news on how’s the hardware business 
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PLYWOOD CORP 


TATES PLY WOO! 


These 4 Fast-Selling Glues Cover 95% of your Market 


Step up your turnover with the new 





: 
Weldwood Counter Model Adhesive Center 
@ cuts inventory, saves valuable shelf space. 
@ $25.06 profit on a $39.88 investment 
(retail value—$64.94 ). 





@ over 38% profit every turnover. 

e@ color-keyed selector chart and 
clearly marked prices help 
your customers select the right glue. 


S 

@ backed by national advertising to 
consumers and woodworking, construction, 
and boatbuilding trades. 


THIS SELF-MERCHANDISER FREE 
WITH YOUR INITIAL ORDER 


ah 
W e i a W oO Oo ad “runeae, PLYWOOD, HARDBOARD 4 


% ma 





United States Plywood Corporation 
Dept. HA 2-27-58, 55 West 44th St., N.Y. 36, N.Y. 


Please rush me my Weldwood Adhesive Center 
(counter model) complete with adhesive assortment, 


i 

4 

| 

| 

at special price of $39.88. (Retail value—$64.94. ) 
| 

| 

| 

| 

| 


Store Name. 





Focal Pies - IN.» oon 6 6 RE RAR en wd tke ks eee He Seu 
scutes nn...  sctiueceaveekes See eS Fn 5 60% 60% 
Satinlac ® — permanent, Firzite ® — resin-sealer, Flexible Wood-Trim ® Ee ae eC Ra OT me Oe LE Ne ee 
non-yellowing sealer and undercoater, and base —da variety of real wood 
finish brings out the for colors-in-oil. Pre- veneers in handy rolls,  Poreee Cee eee ....--Zone....Stote....... 
natural beauty of ail vents wild grain and for covering exposed 
woods. face checking. wood edges. a SS SS SS SS GE eS ee ee ce ee ee 
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HERE IS THE LATEST INFORMATION ON NEW MERCHANDISE 





Screw driver, chisel sets 


Here are two $1.50 tool sets of- 
fered at 99¢ retail as Hardware 
Week specials. Screw Driver Set 
699 includes convenient home meta! 
wall rack and six screwdrivers to 
meet every need of do-it-yourself- 
ers. Each has unbreakable twist- 
grip amber handles and magnetized 
blades to pick up or hold metal 
screws. No. 339 chisel set packed 
in a plastic kit has three sizes, %%4, 
3,, and 1 in. Blades are of high 
carbon steel with beveled edges. 


Large unbreakable handles offer 
comfortable grip. Fuller Tool Co., 


Ine. 
For more data circle No. 1 on postcard, p. 85 


Oscillating sprinkler 


This green and white enamel fin- 
ish Green Spot lawn sprinkler is 
designed to appeal to all home- 
owners. It will water rectangular 
areas up to 40x55 ft., and is easily 
adjustable to water smaller areas. 


14 


Nylon and brass gears housed in a 
special compartment isolated from 
the water will give this attractive 
unit long trouble-free operating 
life. List price $9.95. Scovill Mfg. 
Co. 


For more data circle No. 2 on postcard, p. 85 


Three-piece casserole set 


Housewives will want one of 
these sets for their own use or for 
gift purposes. No. 9740 features an 
ll-in. diameter sparkling chrome 
tray, recessed in center to receive 


newly designed genuine pottery 
bowl. Bowl is topped by swirl 
chrome design cover with swirl- 
design Bakelite knob in color to 
match pottery bowl. Bowl colors are 
currently popular shades. Line in- 
cludes three Speedi-Heat stainless- 
clad steel items and seven Speedy- 
Clean chrome-on-steel utensils. 
Everedy Co. 


For more data circle No. 3 on postcard, p. 85 


Automatic 3-way jet pump 
Farmers, homeowners, and busi- 
ness operators beyond the water 


mains will want this improved 
pump. It will prime quickly on in- 
stallation and stay primed perma- 
nently. Priming tube continuously 
feeds water into pump’s revolving 
impeller during priming cycle. This 
drives air from impeller, speeds up 
circulation in pump case and helps 
dispel air from well pump. This 
pump is converted from shallow to 
deeper application by change of 
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Want more information on these 
products? Then use free post: 
card on page 85. 





THAT CAN HELP YOU BUILD BETTER STORE PROFITS 





nozzle and venturi. Three detacha- 
ble jet assemblies are offered for 
use in different pumping levels, 
shallow to 25 ft, medium to 40 ft, 
and deep to 80 ft. Usable for ver- 
tical or horizontal applications. Will 
deliver up to 760 gal of water per 
hour. List, complete with fittings, 
starts at $87.25. Clayton Mark & 
Co. 


For more data circle No. 4 on postcard, p. 85 


Two-tone lock designs 


The two-tone Garfield (G2B) is 
one of the new Sargent Integra- 
Lock designs which features knob 
and rose rings finished in bright 
contrast to knobs and roses. Cylin- 
ders and turn levers, where used, 
match the rings and add to eye- 
appeal of modern design. Standard 
finish combinations are: satin 
aluminum with choice of polished 
bronze or polished brass rings; dull 
bronze with polished bronze; dull 
chrome with bright chrome. Knobs 
and roses are forged and rings are 
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wrought. Rose ring is also avail- 
able separately for use with other 
IntegraLock designs employing the 
G rose. Sargent & Co. 


For more data circle No. 5 on postcard, p. 85 


Lightweight vacuum sweeper 


Homemakers and others who 
want a lightweight vacuum cleaner 
will buy the Regina model 600 
Electrikbroom. It weighs 634 Ib 


and has a redesigned dirt cup to 
make removal, emptying, and re- 


? 





placing easier. It has larger filter- 
ing area than previous models. The 
Same company offers a No. 400 12- 
in. polisher with improved brushes, 
motor, ventilating system and 
bumper. Regina Corp. 


For more data circle No. 6 on postcard, p. 85 


Portable utility house 


Homeowners, sportsmen, con- 
struction firms, and farmers will 











want this Mirro portable utility 
house made of aluminum. It mea- 
sures 642x642x4 ft and folds to 7% 
in. by 4x6% ft. It folds flat for 
carrying in trailer or station wagon 
and can be set up by two people 
in 60 seconds. It has no nuts, bolts, 
screws or nails. Mirro Aluminum 
Co. 


For more data circle No. 7 on postcard, p. 85 


Permanent steel sandpaper 

Dragon-Skin, a practically per- 
manent sandpaper made from steel, 
will interest do-it-yourselfers, full- 
time carpenters and boat owners. It 
cuts five times faster than ordi- 
nary sandpapers, lasts indefinitely, 
and will not clog even on soft wood. 
It leaves finish as smooth as that 
obtained with medium grade sand- 
papers. It handles like conventional 
sandpaper and can be used on 
wood, plastic, plaster, rubber, alu- 
minum and other metals. It can be 
(Continued on page 82) 
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TO HELP YOU SELL 


NEW DISPLAYS AND OTHER DEALER AIDS TO 


Want more information on these 
sales aids? Then use free post- 
card on page 85. 


HELP YOU SELL MORE 





Balicock display card 


Designed for assembly with a 
ballcock from the dealer’s stock this 


display lists 10 important product 
features. It contains a sample ny- 
lon seat and describes how it con- 
tributes to longer valve life. Mans- 
field Sanitary, Inc. 


For more data circle No. 8 on postcard, p. 85 


Compact gadget display unit 
Here’s a small version of the 
Ekco C-246 gadget center. The 
C-321 Bantam displays 15 attrac- 
tively carded impulse selling gadg- 
ets and the complete 3200 Super- 
Glo stainless steel] kitchen tool line 
with Melmac handles. Handles are 


in most wanted colors: pink, yellow, 
turquoise, and black. Same Bantam 
display and gadget assortment is 
also available with black handle 
3200 kitchen tool line. Gadget dis- 
play measures 32x14x30 in. Ekco 
Products Co. 


For more data circle No. 9 on postcard, p. 85 


Four-color key cutter sign 


Offered for outdoor use, this at- 
tractive four-color Yale key sign 
has a baked finish. Made of 16-gage 
steel, and equipped with two zinc 
plated hooks for easy hanging it is 
bonderized to resist bad weather. 
It measures 1534 in. high and 3444 
in. long. Offered by Yale hardware 


and locksmith distributors at a co- 
operative price of $2. Yale & Towne 
Mfg. Co. 


For more data circle No. 10 on postcard, p. 85 


Masking tape display rack 

This colorful metal display rack 
takes limited shelf space and holds 
36 rolls of Bear brand masking 
tape. As one tape box is removed 
from the 12x17x20-in. rack, the 
next box slides forward into selling 
position. Red, yellow, and bright 





blue metal display sign emphasizes 
new and general uses for masking 
tape. Rack has flanges for featur- 
ing seasonal promotional posters. 
All three sizes of individual tape 
boxes have been redesigned in eye- 
catcher colors and feature the little 
Bear trademark symbol. Handy- 
grip boxes have an improved cut- 
ter bar. Behr-Manning Co., Div. 
Norton Co. 


For more data circle No. 11 on postcard, p. 85 


Colored plastic promotion 


A turquoise and white Branchell 
Color-Flyte plastic dinnerware pro- 
motion to run from April 13 


(Continued on page 100) 
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Quick Delivery on 


SUMP PUMPS 


From Large Stocks 

















Your Customers will prefer ‘Teel’ 


CANOPY | | = Built-In Service and Sales Features 





Thousands of hardware dealers stock and sell 
‘Teel’ Sump Pumps and other pumps. You'll like 
the ‘Teel’ line too. Pumps are available as needed 
for stock or sales—for easy pickup or delivery 
from your nearby Grainger Warehouse stock. 


In the three pit-type and the submersible sump 
pumps shown, you have complete range of serv- 
ice features—all at prices that help make easy 
sales. Each pump is designed and precision built 
for utmost service and customer satisfaction. All 
are fully guaranteed—all will help you increase 
pump sales and profits. 

"TEEL’ PUMPS are products of the Dayton Elec- 
tric Mfg. Co. Chicago—Makers of Dayton Motors, 
Fans, Power Plants and Air Compressors. 











W. W. GRAINGER, INC. WAREHOUSES 
LOCATED IN 59 PRINCIPAL CITIES 


General Offices: 118 S. Oakley Bivd. Chicago 12. 
































HEAVY-DUTY No. 3P254, SUMP PUMP. 1/3 HP, overload protected, 
“Nema” motor, with ball bearing on shaft end. C-H switch. Bronze 
impeller. Rust-proof shaft. Brass tube. Heavy cast base with brass 
ae US ae el eee eee List $68.00 


SUBMERSIBLE, No. 3P335, SUMP PUMP. Operates in and under water 
automatically without float. 1/3 HP special-built motor and operating 
switch enclosed in stainless steel housing. Rotary seal. Can’t be 
flooded. Bronze base and impeller. Delivers 3000 GPH at 5-ft. head. 
i RRRRRE Sg pr gag ae: List $89.00 


STANDARD-DUTY, No. 3P234, SUMP PUMP. 1/3 HP, Westinghouse 














OTHER ‘TEEL’ PUMPS: 


Turbine, Jet, Piston, Centrifugal and Recirculating ball-thrust motor. 2650 GPH at 5-ft. head, non-clogging bronze im- 
Pumps are also available in popular “Teel” brand peller. Brass tube. Bottom brass strainer. Stainless steel shaft. Dri 
—from your Grainger warehouse. Order Pumps PEOOCE moter Cover. 4B TG..................c.c.ccccccccccceseces. List $55. 











from your Grainger Motor Book. 
ALL-BRONZE, No. 3P360, SUMP PUMP. Non-corrosive base and im- 

eller. Brass tube. Stainless steel shaft. 1/3 HP “Nema” overload pro- 

ected motor, with ball bearing on shaft end. Enclosed C-H switch. 

3000 GPH at 5-ft. head. 48 Ibs... EE CE A ae: -cevevelist $74.00 
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PHILLIPS 
AND SLOTTED 


woop 
SCREWS 


Souther 


USA-MADE QUALITY WOOD SCREWS 
BY Scoushers. FOR EVERY JOB... 
in STEEL, BRASS, SILICON BRONZE, 
ALUMINUM, STAINLESS STEEL 

FLAT, ROUND or OVAL 


Stock the full line of Southern Screws and Bolts—famous 
for consistent quality and uniformity . .. National adver- 
tising in the big and important home craftsmen monthlies 
and manuals year after year, makes Southern Screws and 
Bolts the No. | fastener your customers want when 

they come into your store. 


Southern’s EZ to C © label system saves you time and 
trouble, is completely foolproof—and protects Southern’s 
factory-fresh finish on every fastener! 


Stock Southern—for profit and for 
producing more store traffic that 
leads to related sales! 


SOLD THROUGH LEADING 
WHOLESALE DISTRIBUTORS 


WOOD SCREWS 

TAPPING SCREWS 

STOVE BOLTS 

MACHINE SCREWS & NUTS . 

WOOD DRIVE SCREWS SCREW COMPANY 


CARRIAGE BOLTS STATESVILLE * WORTH CAROLINA 


WAREHOUSES: 
, NEW YORK 
: CHICAGO 
DALLAS 
LOS ANGELES 
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> PROTECTION 


.eee. and the last word 
1m) in Barbecue Performance. 


eet, | 4 hood-confined heat 





Se oe 
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STAINLESS STEEL 













é 4 smoke flavored meat 
ae Sa 2eO aoe SOMO ro Yau 

PATENT NO ‘ K<3 eg SEE a ; is wind-shielded fire 
D-165998 thine Ons ee 


& controlled cooking 
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COPPERTONE 
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D-165998 













he PATENT carried by Western King 
barrel-type barbecues has special significance for Jobber and 
Dealer because it gives them a sales item with protection. In 
addition, they get a line of quality merchandise of distinctive 
design and proven performance that has immediate sales appeal. 
Quick to recognize these advantages, discerning Jobbers and 
Dealers across the nation are taking on Western King — for 
better business and quicker profits. 


12 MODELS AND A LINE OF SW 
ATTRACTIVE ACCESSORIES 


Western King... the company with 
the strong jobber-dealer policy and 
closely supervised national distribu- | me ———e 
tion. Contact your jobber or write, || > 
wire or phone today. 


WESTERN KING MFG. COMPANY 


6614 BANDINI BLVD., LOS ANGELES 22, CALIF. 


PATENT NO. 
2768042 








DECORATOR’S STYLE OVAL STRAIGHT SIDE BASKETS 


assorted colors, nested in threes 


1. STRAIGHT SIDES 4.NEST OF THREE 
2.OVAL 5.ASSORTED PACK 
3.BALL FEET 6.SiX PER CARTON 


(one design) 


Diceware: 


DESIGN FOR MORE COLORFUL LIVING 


Striking new designs and colors, decorator-designed 
to brighten the corners of living room, family room, 
bedroom, kitchen or bath. Big new profits for you in 
these beautiful, ball-footed oval baskets which you can 
sell in twos and threes, for every room in the house. 


606-SHADOW LEAVES 


Stylized leaf design in shadowy white on luminous 
background in jewel tones of green, dark turquoise and 
fuchsia. A stunning accessory in living room, 

den and bedrooms in the modern manner. 

Packed assorted: 2 SLR—Red * 2 SLG—Green « 2 SLB—Blue 


606-FORSYTHIA 


A floral with the freshness of early spring — sell it for 
living room, bedroom and bath, kitchen and 

laundry room. White flowers, on green or black 

grounds, pink flowers on white ground. 

Packed assorted: 2 FOW — White * 2 FOG—Green « 2 FOX—Black 











A classic oriental motif, rendered with a present 

day touch. Gold design on black, forest green 

and maroon backgrounds. The formal feeling of this 
wastebasket will grace every living room, library 

or den whether traditional or modern in decor. 

Packed assorted: 2 MIR— Red « 2 MIG—Green * 2 MIX—Black 








TIE IN WITH THE GREATEST NATIONAL AD CAMPAIGN IN REGINA HISTORY! 


31 color ads in 17 magazines led by Life—making 49 million consumer impressions January to June! 


Send for FREE dealer helps today! 


Newspaper Mats « Statement Stuffers 
~ Radio Commercials ¢ TV Spots 
Giveaway Booklets . 
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ee 


THE REGINA CORP., 67 Regina Avenue, Rahway, N. J. 


I am interested in the _____. Custom 400 Polisher and Scrubber 
__. the new 600 Electrikbroom 
Please send me: 
___..._. Name and address of distributor for my territory 
__. REGINA dealer helps 


I STORE NAME 
ADDRESS 


CITY ZONB —_.__ STATE. 





42% PROFIT 


(Even higher for large volume users) 





LOW RETAIL PRICES 


With Tally Ho you sell the finest candles — at lowest prices. 
10” size — 2/19¢ 
12” size — 2/25¢ 
15” size — 2/29¢ 


UNIQUE MERCHANDISING RACK 


A Complete Candle Dept. in one small rack. This 
shows and sells at least 2 sizes of hand dipped 
Dinner Candles * 1 size of Tally Ho Twist * 2 sizes 
of Birthday Candles. Yet it occupies only 4 square 
ft. of floor space. 


MORE PROFIT 


The retailers profit on the merchandise in this 
rack is at least 42%. (Profit margins as much 
as 50% for large volume outlets). 





OTHER REASONS WHY YOU SHOULD SELL TALLY HO CANDLES 


EFFECTIVE PACKAGE (Cellophane overwrapped Two-Pack) 


BEST CANDLE MADE Dripless ... Smokeless 7: .... | 
... Odorless ... Wilt Resistant fr ees Consumer 
Colors are uniform and fade-proof. | z j¢ Advertised 
COMPLETE LINE — Tally-Ho offers a complete line Sy | 
of quality candles at favorable prices — = = 2 Sa ~_ >> 
Hand-dipped Dinner Candles (8”, 10”, 12”, 15’, 18”). Ss [< Guaranteed by & 
Tally-Ho Twists (11 and 14’). Fancy Molded (all types), =\ Good Housekeeping 
Birthday Candles (small & large sizes). S Wop ‘Sy 


\ 
4 gat 
Household Candles, etc. S Advertised TH 


Call or write for descriptive Brochure — and further facts on how you can sell more candles — at greater profit — with TALLY HO 


COLUMBIA WAX WORKS OZONE PARK 16, N. Y. 
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SCALES! 
HAMPERS! 


SSUE HOLDERS! 


BASKETS! 


VANITIES! 
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AND THEY'RE ALL @ 













From placing the order to making the sale—Detecto Today, dealers everywhere are tightening their lines, 
simplifies your bathroom accessory business! reducing inventories and increasing their sales—and 
One-Way Ensemble Selling—Detecto gives you they’re doing it with Detecto. Make Detecto your one 
a direct route to larger unit sales! You show color- and only resource for scale and hamper ensembles. 
coordinated Detecto ensembles as a group...and 
you sell them as a group. And you sell easier, faster 
because Detecto is one of America’s best-known One Word 
brand names. Sales Talk 
One-Brand Inventory — Detecto eliminates mul- 
tiple brands, complicated record-keeping—minimizes 
inventory problems! Detecto Scales, inc., 540 Park Ave., Brooklyn 5S, N.Y.* Since 1900 
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9 consecutive ads in the April “Good Housekeeping” 


FEATURING 


NATIONAL CONSUMER ADVERTISING: 


MAGAZINE — No reader can miss the nine ads on consecutive 
pages in the April “‘“Good Housekeeping’’. . . each featuring 
a different manufacturer’s brush bristled with ‘““TyNex.’’ And 
remember... 12,500,000 women read ““Good Housekeeping’’! 


TELEVISION — Exciting new features of this promotion are 
one-minute TV commercials filmed for use during the last 
week in March and first week in April. Scheduled in 21 
cities, these spots will be seen by 60,000,000 people across 
the country. 


COMPLETE PROMOTIONAL PACKAGE— A merchandising kit 
containing the following aids is available through your brush 
supplier to you to supplement the magazine and television 
advertising: 

CONSUMER AD REPRINTS—for your counter displays, catalogs and 
mailings. 

ART-PROOF PAGE—contains “(Queen Who Cleans” promotion illus- 
tration elements for newspaper ads and folders. 

FACT CARDS—quick, easy-selling facts about ““T'yNex’’ for your 
store personnel. 

COUNTER CARDS —‘“‘point-of-sale’’ piece reproducing promotion 
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Commercials on nationwide TV 


theme, benefits of ‘““T'yNEx,’’ and symbol, as they appear in “‘Good 
Housekeeping.”’ 
CONSUMER LEAFLETS —entitled ‘“‘How’s Y our Household Brush I.Q.?’’ 
Details benefits of ““T'yNex”’ for consumers, directs them to look for 
brush tag containing promotion theme and ‘‘Good Housekeeping’”’ 
symbol. 
DISPLAY IDEA SHEETS—suggested sketches and copy for effective 
counter and window-display designs. 
LAPEL BADGES —pressure-sensitive badges to identify sales person- 
nel with promotion and promote consumer interest. 
DIE-CUT COUNTER DISPLAY— self-supporting, easel-back card of 
“‘Queen,”’ with place for actual brush sample in her left hand. 
NATIONWIDE PUBLICITY CAMPAIGN — Du Pont will further 
assist your selling program by issuing publicity releases at 
strategic times during the promotion to consumer maga- 
zines, newspapers, radio and ‘T'V, business and trade press. 
You can share in the profits of the big Du Pont “‘Queen 
Who Cleans’’ promotion by contacting your supplier today! 
He will supply you with an order form for the free retail 
merchandising aids listed above. Or, you can write to E. I. 
du Pont de Nemours & Co. (Inc.), Polychemicals Depart- 
ment, Room 482, Wilmington 98, Delaware. 
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To further insure the success. ‘of ‘the * 
promotion, your customers are being asked pay i 


brushes tagged with this vatee-bulldinng, synuing 











T¥NEX is the registered trademark for Du Pont nylon bristles. 


Brushes with TYNEX® nylon bristles have the 
following selling advantages: 
e TYNEX bristles stay lively—resist matting 








e TYNEX bristles are durable—economical 
e TYNEX bristles are easy to clean—dry quickly REG. U.S. PAT. OFF 
e TYNEX bristles remain odor-free—won't rot or mildew BETTER THINGS FOR BETTER LIVING . . . THROUGH CHEMISTRY 


e TYNEX bristles can be sterilized in boiling water 
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NOW...TWICE THE SELL IN BISSELL SWEEPERS 


the New Bissell 2 


“Continental” \ “Grand Rapids" — Self-adjusting \ ‘'Breeze’’—Has oversize 
— Only gift \ brushes, top-opening dustpans, ‘ dustpans and bumpers. In 
sweeper made \ choice of colors—other new fea- metallic green or red 
Gleaming \ tures. $16.95 4%, $12.95 

astaeliil- finish. 

Presentation 


box a ee 


‘* ; i eee ¢ . . ” 
Sweepmaster Stores “Which one shall it be? 


flat against wall, sweeps 


close to baseboards. Many me Aa} @ New streamlined 
new features. $15.95 w ag ' ° 
\ ~ oe styling 


aa 


@ Glowing decorator 
colors 


® Nothing to lug or 
plug in 


. ee 
Adjustable “Beauty 
“Reliance’’ — Dependable "'Bissell-ette'’ — Fireside 9 ° 
low-priced beauty. Built for favorite for ashes and Brush action 
years of superior service. aa liilel Me GLAil Me licla atelile 


$9.95 brass beauty is fine gift 


Self-cleaning 
brushes 


Sta-up handles 


Easy-empty 
dust pans 


6 BIG REASONS why “there’s twice the SELL 
in BISSEl! 


1 100% Consumer Acceptance —To all America, 4 Excellent Turnover— Bissell’s new advertising and 
the name “‘Bissell’’ means THE Carpet sweeper. promotion assure it. 

2 High Unit of Sale— When you sell a Bissell, you’re 5 Assured Good Markup—And no markdowns on 
selling a major item...at a major item profit. all Bissell Sweepers. 

3 High Annual Dollar Volume Per Square Foot— The 6 And Now, High Style in a Promotional Model — 
new Bissell ‘“‘Carpet Care Center’’ is only 2’ x 3’. Use the ‘‘Reliance’”’ to pull traffic into your store. 
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WITH THIS SWEEPING NEW IDEA: 





Minute Pick-Up 


IT ONLY TAKES 2-MINUTES TO PICK-UP YOUR LIVING 
ROOM, NATIONAL ADVERTISING TELLS YOUR CUSTOMERS! 








The new Bissells are the quickest, most con- 
venient sweeping aids to modern living. So 
streamlined, so swift, that they’re now called 
2-Minute Pick-Ups! Six pages in Sunday 
magazines will tell it to your customers this 
Spring. And many free dealer aids will help 
you to a bigger share of sales. 


And don’t miss the big Bissell Sweeper-Stakes 
—coming in Sunday magazines April 13. A 
national prize drawing. Big cash awards— 


actual Carpets of Cash—one worth almost 
$10,000! Ask your Bissell jobber how Bissell 
puts up an extra $6,000 worth of prizes in 
your name! 


AND A BRAND NEW 


AT A TRAFFIC 
STOPPING PRICE! 


Bissell quality at a traffic-stopping price! Ad- 
vanced styling by Harley Earl Associates, headed 
by the famous General Motors designer. Slightly 
smaller case with full dustpan capacity. Heavy- 
gauge steel. Baked enamel finish in Coral. A 
real promotional price tag! ° 











BISSELL “CARPET CARE CENTER” 


The 3-way peg-board that assures 
fast turnover and saves space! Use 
it as (1) A Center Aisle Merchandiser 
to display products on both sides. (2) 
A wall display (with legs removed) 
that hangs on wall with simple 
hangers. (3) A floor display that fits 
in corners or against wall. Adjusts 
from 54” to 62” high, covers no more 
than 2’ x 3’ floor area. Ask your 
Bissell salesman how to get one. 





The Bissell Carpet Sweeper Company, Grand Rapids 2, Michigan 
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<zu, Ihe most profitable deals 
“= _ in electric clock history ! 





ey graham 
« 


announces two ‘Baker's Dozen’ 
deals that give you a gross 
profit of more than 50%! 






































o dealers who have not enjoyed the sales 

benefits of Ingraham’s fast-moving, new 
line of electric clocks, here’s a golden oppor- 
tunity to really cash in on extra profits. 


Until April 30, Ingraham offers two “Baker’s 
Dozen” deals—you pay for twelve clocks, you 
get FREE a clock retailing for $9.50—and 
either deal gives you a gross profit margin of 
more than 50%! 

All of the models comprising these two spe- 


* 
*Baker’s Dozen Deal (A-6) 


cial deals have been selected on the basis of 
nation-wide sales demand. All of them have 
the smart, trim-line styling that has put the 
new Ingraham electric line in a class by itself, 
all of them are powered with Ingraham’s ex- 
clusive super-silent, dependable Synchro-Dyne 
Motor. 

Choose the deal that suits your customer 
wants best—call your Ingraham distributor 
(or write us for his name)—and you're in 
business! 


* 
*Baker’s Dozen Deal (KA-5) 


You buy 12 fast-moving Ingraham electric alarm 


You buy an assortment of 8 popular Ingraham 
clocks, retailing from $3.98 to $7.98. 


electric alarms (retailing from $3.98 to $6.98) 
and 4 Ingraham kitchen wall clocks (retailing 
from $3.98 to $8.98). 


Your Cost: $45.86 Your Cost: $42.88 


“FREE 
with either deal, this beautiful 


Ingraham “Empress” electric alarm, sell- 
ing for $9.50. It will be shipped direct to 
you upon receipt of the postage-paid re- 
quest card included with each assortment. 
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Remember, too, the four profitable In- 
graham display deals that include FREE, 
COLORFUL wall or counter units that 
help build fast impulse sales. 


TODAY mail this coupon 


THE E. INGRAHAM CO., BRISTOL, CONNECTICUT 


Please ship the following through my Ingraham Distributor 


Baker’s Dozen Deals A-6 Baker's Dozen Deals KA-5 
STORE NAME 





arc | 


BRISTOL CONNECTICUT 


-~----------------7 





TURN A STAPLE ITEM 
INTO A 2eS7 SELLER 
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Unit No. 3 Plymouth ROPE DEPARTMENT. This all new 

“tall boy”’ dispenser takes only 2 square feet, holds 3 of Plymouth’s 
new 500' or 1000' Reddy Measured Coils. Top shelf displays other 
attractively packaged Plymouth items. Will build your boating 


volume. Comes free with 3 coils and one carton of HandyPak. 
Investment: approximately $100. 
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Here’s another first from Plymouth — the 
“ROPE TRICKS” Merchandising Plan—a 
plan that takes rope out of the nuts and bolts 
class and puts it into the fast-moving, long- 
profit consumer category. Tied in with one 
of Plymouth’s three field-tested merchandis- 





ing units, it ups your rope profit, cuts han- 
dling and selling time, speeds stock turnover, 
helps move associated items. And all this 
with a minimum inventory at a minimum 
investment! 


ASK YOUR JOBBER’S SALESMAN 


Hang this ad on your ““Want Hook,”’ and on 
your jobber’s salesman’s next call, ask him 
about Plymouth’s new “ROPE TRICKS” 
Merchandising Plan. He’ll show you the 
FREE “Rope Tricks” Merchandising Kit 
that gives the whole family “how-to” ideas 
on rope—for decorating, for garden and out- 
door use, for fun for children, for practical 
uses. Then order the Plymouth Rope Mer- 


Unit No. 2 
Plymouth SALESRAK 

This proved merchandising 
unit is perfect for the in-between 
market where you need a larger 
unit than HandyPak and where 
you cut lengths off the spool to 
order. “Rope Tricks” can help 
you sell a full spool. Investment: 
approximately $50. 








PLYMOUTH CORDAGE COMPANY 


Plymouth, Massachusetts - New Orleans, Louisiana 


chandising Unit that fits your store best, 
sign the postcard and mail it direct to 
Plymouth for your FREE Merchandising 
Kit. When the Unit and Kit arrive, set them 
up and watch Plymouth Rope move from 
less than 2 feet of counter or floor space. 
Merchandising Department, Plymouth 
Cordage Company, Plymouth, Massachusetts. 






Unit No. 1 
Plymouth HANDYPAK 

This cellophane-wrapped 
unit gets rope out where it can 
be seen — gives rope the eye- 
appeal that turns into sales. 
Good for urban stores or for 
combination use with Plymouth 
Rope Department. Investment: 
approximately $30. 










NEWS IN 1958... 
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THE WORLD‘'S LARGEST MAKERS OF FINE SPINNING TACKLE 











AIREX SALT WATER 
MASTEREEL® 
$32.50 


The sporting reel for the real saltwater 
sportsman. All metal construction. Lifetime- 
guaranteed gears. Exclusive Quadrant Brake. 
Internally cam-activated roller. 3.88 to 1 
gear ratio for fast retrieve. Extra large spool. 
Manual pickup assembly $1.50 extra. 


9 FOOT TUBULAR GLASS SPINNING ROD, 
2-piece. Wonderful for stripers and all game 
surf fishing .. . for surf casting lures and plugs 
up to 2% oz. far beyond the breakers. 27.50 


FRESH WATER LURES 


A. NEW AIREX PRESKA TOFF. 3/16 oz. Natural rubber body. Scaled 


brass blade with red stripes. Treble hook. For all game fish. 


new! 


AIREX LARCHMONT 
$29.95 


For all fresh water and light-to-medium 
saltwater needs. Finished in beautiful 
gold Epoxolite. Exclusive quadrant type 
drag brake. Change spools without dis- 
turbing brake setting. Lifetime gears. 100 
yards Airex Nylon line prewound on 
extra spool. 200-yard 6 lb. test capacity. 


TUBULAR GLASS 6’6” SPINNING ROD. 
Used for both heavy duty fresh and salt 
water spinning. Ideal for muskie, pike, 
snook, small tarpon and sailfish, sea trout, 


ladyfish. 21.50 


B. AIREX PRESKA® PERCHE. 1/5 oz. Natural rubber body. Brass blade. 
Treble hook. For game and pan fish. 


C. AIREX BABALU. Yellow and black head. Yellow body. Yellow and 
red bucktail. 1/4 oz. Swivelled head and body. For all game fish. 


$.75 $.65 


AIREX CORPORATION (Division of The Lionel Corporation) 


411 FOURTH AVENUE * NEW YORK 16, N. Y. 
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The Complete Line to Meet Every Customer Demand 


THERMOS. 








BRAND 






OUTING JUGS and ICE CHESTS 


Bring You Faster Sales because of... 





THERMOS® OUTING JUGS THERMOS® ICE CHESTS 


e White, double-coated, acid resistant, 
vitreous porcelain liner. 


Slip-in food tray, opener and ice pick. 
Hot-dipped galvanized interior, off-corner 


e Polly Red Top® insulated, pressure- sealed for leak-proof, durable service. 
seal stopper. ¢ Sturdy, plated hardware, stop hinge and 
e Extra-thick Fiberglas® insulation. improved, positive safety latch. 
e Two-piece, deep-drawn, heavy gauge ¢ Exclusive two-piece, deep-drawn construc- 


steel construction. tion with extra-thick insulation. 
e Models and sizes to meet every need. Four sizes to meet every consumer need. 


ALSO STAINLESS STEEL MARINE MODELS NOW AVAILABLE IN ALUMINUM, TOO! 









NOW SELL MORE ICY-HOT® JUGS AND CHESTS 
BECAUSE THEY’RE ADVERTISED AND LABELED 


“by THERMDS ..° 


For the first time, this fast-selling promotional line has the 





the point of sale and is included in all THERMOS consumer 
advertising. Feature ICY-HOT for your big sales drives. 











HARDWARE AGE, FEBRUARY 27, 19586 


CANADIAN THERMOS PRODUCTS, LTD., TORONTO 


*« Years-Ahead Styling 
* Highest Quality 


Construction 


*« Dramatic Advertising 


and Merchandising | 


* The Selling Power of the 


THERMOS Brand Name 


*« Complete Line— 


Every Model for 
Every Market 
including Marine 


Colo Aalveriising 
tO Boost Your Sales 


Boats Sports Afield 

Field & Stream Sports Afield 

Outdoor Life Boating Annual 
Motor Boating Saturday Evening Post 
Rudder Yachting 


THERMOS jugs and chests will be 
advertised in color in all these maga- 
zines. Free advertising mats and dis- 
play materials are also available to 
help make your Picnic-Vacation pro- 
motion an outstanding success. 





THE AMERICAN THERMOS PRODUCTS COMPANY 
NORWICH, CONNECTICUT 


THERMOS, LTD., LONDON 


added advantage of the sought-after THERMOS name at IT ISN’T A THERMOS PRODUCT 
WITHOUT THE THERMOS TRADEMARK 
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you sell more Gyclone Products © 


A special island display like this can help you sell 
more Cyclone Hardware Products. It shows your 
customers at a glance that you carry the complete 
Cyclone line—and often reminds the customer look- 
ing for screening that he can also use lawn fence or 
one of the other products. In addition, it gives you a 
good opportunity to display the famous USS 
Cyclone label. 


Every product in the complete Cyclone Hardware 
line is of top quality, built to assure your customers 
long service and good looks in insect screening, 
hardware cloth, burner baskets, lawn fence and gates 
or flower bed border. The superior quality of Cyclone 
Products—plus the sales appeal of the widely known 
USS Label—makes these products easy to sell—espe- 
cially when you display them prominently. 

Display ideas like this are part of the service pro- 
vided by your jobber salesman. Call him today. He 
is completely familiar with all Cyclone Products. 
He knows how these products can be effectively dis- 
played and merchandised and he can be very help- 
ful in showing you how to build your business and 
increase your sales of Cyclone Hardware Products. 


Place your order now! i 








LA 


(ss) Cyclone Red Jag” Hardware Products 


we 
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insect Screening in Alumi- Hardware Cloth Lawn Fence and Gates in Flower Bed Border, 
num, Bronze, Galvanized the woven fabric with the a variety of styles with welded or woven style, welded at every fourth 
Steel and Fiberglas ina exclusive welded edge. either woven or welded is identical in con- insertion for extra 
variety of widths. construction. struction to Lawn Fence. strength and rigidity. 
Cyclone Fence Dept., American Steel & Wire : 
Division of United States Steel 
Cyclone Fence, Waukegan, Ill. - Sales Offices Coast-to-Coast - Pacific Coast Headquarters, Oakland, Calif. - United States Steel Export, New York 
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It washes and rinses, dries and polishes ! $6.98 


* interchangeable brush and sponge! * telescopic handle—adjusts to any length 


from 2’ to 4’! * watermatic sudser — sudses and rinses! * spinning brush head! 





¢ The only brush of its kind on the market today! * Nationally advertised on 


TV, in newspapers, and magazines! A natural for every home in the country! 


EMPIRE 
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from a Master Mariner's 
determination to Stop Rust! 


Rust-Oleum was developed by a Master Mariner under the actual rust- 
producing conditions of the sea! It’s not an oil, not a grease, not a paint 
—but a colorful protective coating that STOPS RUST and beautifies as 
it protects ! 

Here is a new merchandising concept that’s sweeping the country— 
city-after-city! We've literally lifted rust prevention “by the bootstraps”’ 
and created a BIG, PROFITABLE RUST-STOPPING BUSINESS FOR 
YOU! Dramatic television advertising, powerful newspaper promotion, 
billboards, and radio combine to bring Rust-Oleum buying customers into 
your store! They demand the only 
one of its kind—Rust-Oleum, with 
the specially-processed fish oil 
vehicle! 

We're in many cities now, includ- 
ing New York, Chicago, Cleveland, 
Los Angeles, and many others— 
however, if we're not in your area, 
check with your favorite distribu- 
tor! Rust-Oleum will be in all cities 





Apply Rust-Oleum Damp-Proof Red 


Primer directly over sound rusted —VERY SOON! For complete 
metal. Follow up with desired information on a profitable 
Rust-Oleum finish colors, on metal R Ol deshunitt 

furniture, fixtures, pipes, railings, im- ust-Oleum dealers Ip; attach the 


plements, toys, tanks, machinery, etc. | coupon to your letterhead! 





Nationally ad- 
vertised in Sat- 
urday Evening 
Post, Time, and 
Newsweek | 


Distinctive as 
your own finger- 
print. Accept no 
substitute, 
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This “Silent Salesman” moves 
Rust-Oleum at a high volume! 
Colorful, compact, all-metal 
display. 










——-- ATTACH COUPON TO YOUR LETTERHEAD-—— ~—, 


Rust-Oleum Corporation 
2725 Oakton St., Evanston, Ill. 
Gentlemen: Please send me complete details 


on a profitable Rust-Oleum dealership. My 
distributor's name is 








RED HOT 


The most famous brand name in skates 

offers the last word in skate styling. 

Three fast-selling models —#40 Leader, 

#50 Standard, and the #60 Deluxe. These 
streamlined beauties are engineered and 
designed for great strength and durability... 


and are real eye-catchers, too. 


Y Extra heavy steel to give longer wear 
VY Extra large toe clamps shaped to skater’s shoes 
V Full grained leather straps 


v Red Vinyl ankle pads lined with foam rubber for 
greater comfort (on models 50 and 60) 


v Electronically welded, non-riveted foot and 
heel plates, strong horizontal girders 


¥ These first 20-ball bearing wonder safety wheels 
give added strength and protection at all speeds 


Vv Free wheeling « Full oscillating trucks 
V Full girder construction 


V Brilliant Nickel-lume finish 





» et? 
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#30 Junior 


#10 Trainer #20 Advanced Trainer 





) ORDER NOW...WINCHESTER BACKS YOU % 

WITH ADVERTISING in National Comics Group, 
Parents’ Magazine and with powerful point-of-sale | 
material. Immediate delivery on all models from 
warehouses in E. Alton, Ill., New Haven, Conn. and 
San Francisco, Calif. Write today for details on our 
dating plan. 


- 
————e 
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WINCHESTER-WESTERN DIVISION © OLIN MATHIESON CHEMICAL CORPORATION 


38 


#40 Led@er 

High speed Junior 
skate. Double ball 
bearings, rubber 
cushions, leather straps. 


#50 Standard 


Double ball bearings, 
red dust caps, 

rubber cushions. 
Heavy leather straps 
with red Vinyl 

ankle pads. 


#60 Deluxe 


First sidewalk skate 
equipped with rubber 
wheels plus double 
ball bearings. 

Extra heavy leather 
straps, red Vinyl 
ankle pads. 


NEW HAVEN 


HARDWARE AGE, FEBRUARY 27, 1958 

















PULL-MOR POWER 


— pulls in more sales for you ‘cause it 
pulls many, many more cars than any other 
locomotive, and only American Flyer has it! 


NEW “TRAINS WITH BRAINS” 


— fast-selling, eye-catching, value-packed 
double train layouts with automatic 
“brains” that won't let collisions happen. 
It's great — it’s wonderful — it’s 
profit-building for you! 






NEW “BUY-ME” PACKAGING 


— there's never been anything like this 

exciting, modern train package loaded with 
consumer appeal. Self-displaying — merely 
lift off top and dazzling train presentation 
sells for you. 





























\ 
NEW TWO-STAGE 
SATELLITE LAUNCHER 


— sells on sight for you; an 
out-of-this-world action accessory as 


REAL TWO-RAIL TRACK 


— everybody knows that the difference 
between toy trains and model trains is real 
two-rail track. Realism makes money 

for you! 


LONGER DISCOUNTS 
THAN ANY OTHER LINE 






— more profit for you every time you ring 
up a sale. And no other line is loved by the 
consumer like American Flyer! 






these exclusive features make 


modern as tomorrow's science headlines! 


the line that ne - 


GUARANTEES YOUR PROFITS!) 


NEW Girder, Trestle and Tower Bridge . . . 
THE A. C. GILBERT CO.. NEW HAVEN 6, CONN 


























NEW Docksider Locomotive ... NEW Mountains, 
Tunnels and Passes . .. NEW Figure-8 and 
Pretzel-Bend Layouts plus many other exciting 


















Please RUSH new full-color 1958 American Flyer 























. 
NEW features add a whole NEW dimension to Catalog. ° 
model railroading fun. They'll build additional NAME 2 
traffic and extra profits for you! . 
COMPANY (or store) © 

. 

SEND FOR FREE COLOR CATALOG TODAY! ADDRESS . 
e 

CITY ZONE... STATE ° 
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Sell the Remington Mighty-Mite... 


‘*Mighty-Mite’’ has simple 3-part assembly—is easy to demonstrate, easy to sell ... brings continuing profits! 


Here’s a low-priced, highly efficient construction fastening 
tool that’s valuable to the professional and the occasional 
user as well. Tell your customers how the “‘Mighty-Mite”’ 
cuts costs, saves time on every construction job, and 


or steel with special Remington Studs. Scientifically 
graded Power Loads -furnish the exact driving force 
needed. No outside power, no pre-drilling! 

The Remington ‘‘Mighty-Mite’’ Stud Driver retails 








for $39.95...but that’s just where your sales begin. 
Remember: Every sale or rental means extra profits to 
you through sale of Remington Studs and Power Loads. 


they’re sure to want the tool. 
Just one light tap on firing pin with a light hammer 
is all it takes to anchor wood or metal sections to concrete 


Here’s how Remington 
is helping you sell ace 
Hard-hitting Remington advertise- 
ments will appear throughout the year 
in such magazines as Popular Me- 
chanics and Practical Builder, a re- 
gional farm paper, and other leading 
publications. What’s more, Remington 
offers special display materials which 
identify you as a distributor of the 
versatile Remington “‘Mighty-Mite.’”’ 
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Above, the rugged, trouble-free ‘‘Mighty-Mite’’ is being used to install basement partition to concrete floor. 


° + +7 
Remington Mighty-Mite owners buy studs 
and Power Loads...and you profit with every sale! 


There are more than 30 special 14” diameter alloy steel Remington accessories such as cupped washers, discs and 
Remington Studs for your customers to choose from, couplings. Sell or rent the “‘Mighty- Mite”? Stud Driver 
plus a variety of scientifically graded 22 caliber Power and you can cash in on continuing profits! See your 
Loads. In addition, the “‘Mighty-Mite’”’ user buys many Remington salesman or write us for full details. 


Your customers will © 
be asking for these Orit On 
Remington exclusives a res 
Display these high-profit Remington 

Studs and Power Loads. There's a 

Remington Stud with green ‘‘Power 

Guide” for every fastening job—a 

scientifically graded 22 caliber Power 


Load that furnishes the exact driving “45 T u rt Dr iV ee ey 


force needed to do the work. 


Remington Arms Company, Inc., Bridgeport 2, Connecticut 
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SUBMERSIBLE PUMP 


Worry-free, minimum maintenance pump- 
ing is what you sell with the Peerless 
Dynaflo submersible pump! No rods, jets, 
shafts or impellers to wear out; the unique 
lifetime-lubricated Dynaflo has only one 
moving part—the stainless steel rotor. 
Rotating in a hard rubber stator, the rotor 
transmits the water through the stator 
stages into the discharge chamber, effi- 
ciently and silently in capacities up to 
1680 gph from wells up to 400 ft. deep. 
Positive, foolproof and full-flowing, this 
member of the famous Peerless domestic 
water system family means better pump- 
ing for your customers, more profit for you! 
Sell the finest — sell Peerless. 
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SHAFTING 
JETS 
IMPELLERS 
RODS 
NOISE 





Putting tdeas to Work . £ One of the 





FOOD MACHINERY AND CHEMICAL CORPORATION — am  COmplete, 





profitable lines 
Peeriess Pump Division 1 PEERLESS 
an Piants: LOS ANGELES 31. CALIFORNIA and INDIANAPOLIS 8. INDIANA ( — mieten 


7 ’ 
° Offices: New York. Atlanta. St. Lours: Phoenix; San Francisco: Chicago. Fresno; Los Angeles. Plainview PUMPS 
and Lubbock. Texas. Albuquerque Distributors in Principal Cities. Consult your telephone directory Write today for 


“Dealer Details” 


FOOD MACHINERY AND CHEMICAL CORPORATION «+ PEERLESS PUMP DIVISION + 2005 Northwestern Ave., Indianapolis, Indiana 
Please send me Peerless Pump Bulletin No. 8-2426 “The Peerless Dynaflo Pump” 





NAME POSITION 





COMPANY ADDRESS 








CITY ZONE 








H.A. 
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NEW Products... Promotion... PROFITS! 


End-o-Pest and End-o-Weed 
: the Field 


ho eae NEW, improved End-o Rak! = - 


New Consumer Folder 


























Displays and SELLS the full line... . 
| built for high impulse sales and turn- 
—saacaa AE SCé«é err. Gives every item good visibil- 
StS sam me ity, makes selection easier for your 

= customers! 


with Dispenser 


| 
| 
| 
| 
Attach to End-o Rak or display | 
separately. Colorful folder shows | 
fo what product will do the 
best job and how to use it. A 
terrific ‘do-it-yourself’? manual! : 
all 







3 New End-o Store Posters 


Featuring popular cartoon char- 
acters Dot and Danny. Many 
variations in copy to fit your 
needs. Ask your Swift represent- 
ative for them. 


















The complete line will be pushed with a 
full-page color ad in the April issue of Better 
Homes & Gardens. Plus—half-page ads in 
Better Homes & Gardens, American Home 
and Sunset will back the line during the gl © 
peak season. ely | = = 


he oe meets ee ~~ 
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a | a 
PLUS — Big-space Local Newspaper = <= =a = Ss 
Ads in Major Markets So pee ee 








—. 


N' OW ! The most Complete and PROFITABLE Line in the Business! 

















End-o-Weed, 2,4-D | End-o-Weed | End-o-Weed | (&=>  End-o-Pest Garden Dust 
LAWN WEED | j SPOT WEEDER LAWN WEED SPRAY | Bh} Safe and sure protection | 
(and profits, too!) Handy 

KILLER (Aerosol) pe (Hose Sprayer) Yay] dust gun applicator, refills 

in cans. A top- | New! Ready- | New! yp ites ve and 2-lb. canisters. 

seller because it mixed 12-0z. bomb now in disposabie 

dees the job best with no-stoop ap- | applicator you at- | End-o-Pest Rose Dust 

and it’s easy to plicator. Display it tach to garden hose. i Béect effective Serumulea ever de- 

use. Stock it and and watch it sell in | Save ‘em work and veloped. Light, uniform dust- 

profit! volume! you make money! ing protection. 10-oz. dust guns, 

refills and 20-oz. canisters. 





PLUS—these other popular, STOCK and DISPLAY these Vigoro Plant Foods, too! 


fast moving Swift products | Vigoro Complete Rose Food * Special Vigoro for Camellias and Azaleas 
Vigoro plus Chlordane . Vigoro Complete Plant Food 










Instant Vigoro Complete End-o-Pest Tree Spray 
Water Soluble Plant Food End-o-Pest Ant and Golden VIGORO Complete Lawn Food 
End-o-Pest Garden Spray Lawn Insect Control See your local Vigoro Representative or write 
with Malathion (Dust or Liquid) SWIFT & COMPANY 
Vigoro, End-o-Pest and End-o- Weed are trademarks of Swift & Compony Agricultural Chemical Division * Chicago, Illinois 
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Sweeping 


the industry IRUE IEMPER.S 


The hammer business has changed radically in just 
‘ three years. Today, the facts prove that with five basic 

ba S/C g ra ‘e| eS grades, you can cover practically the entire market. 
Prior to 1954, the nail hammer business in hardware 


are a / / yo Li nee ‘a! stores was almost entirely in wood-handled hammers. 


Then. came the ROCKET and JET ROCKET. These 


. . two new hammer grades revolutionized the business, 
lf) nail hal nrme’rs lifted the price ceiling on hammers, and are now a 


major factor in the market. 


oh?) am ot OO) ee @) eee) ee de ie 


riere 
they are— 
the five 
basic 
hammer 
grades 


that... 


ecut your inventory 

espeed up turnover 

e boost your profits 

RUE TEMPER RUE TEMPER 


Each basic grade is made ° 
B a. ae? oo : al — ee? 2 


in nail and ripper patterns, ° 
and in a variety of weights. ROCKET : JET ROCKET 


: Finest Hammer Made - Built Like The Rocket 
Prices shown are suggested 


7 . Th iT 11 7 Th tst 
retail for 16 oz. nail hammers. enational leader % ‘ Le . e outstanding $ J le 
Tile) oho laclsl -Mulelue : quality buy — has 


mer sales. Taal ile lala mel olel-telB 


No. Alé : No. B16 


You can look to ij for leadership 
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BASIC FIVE 


Sales of top-grade wood-handled hammers have de- 
clined rapidly. At the same time, sales of lower-grade 
wood-handled hammers have increased. But many ham- 
mer inventories have not been adjusted to these major 
changes in the market. Stock selection is complicated, 
and selling is complicated. 

To solve this problem, True Temper recommends a 
basic stock of only five grades. Actual sales statistics 
and continuing trends in the hammer business prove 


that these five basic grades will cover virtually the 
entire market. What’s more, you can cut your inven- 
tory, speed up turnover, and boost your profits. 

This sound, realistic approach has made True Temper’s 
basic five the hottest line in the industry. Alert dealers 
and wholesalers are switching to it fast. 

Be sure that you are cashing in on True Temper’s 
basic five. Check your stock now, and fill in on all five. 
Call your True Temper wholesaler today. 


oO) 5 el — 7 4) Od ee @) ot Bt ee 
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We. 


x 
di 
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TRUE TEMPER 


"100" SERIES 


PALL@ CIily 


Excellent Quality * Hickory Handle 


Puts real sales $ 5O 
punch in the middle 


of your line. 


No. 116 


TRUE TEMPER 
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TRUE TEMPER 


“200” SERIES 


BRIAR EDGE 


All-New Utility Hammer 


lotsofeyeappeal $ 5O 
—a powerhouse of 


ole iA mmelale ME cel ltl. 


TRUE TEMPER 


“300” SERIES 


JIM DANDY 
All-New Competitive Hammer 
The industry's best & 69 
velit] -Mism oh oa elala te. 7 

forged hammers 

No. 216 ° No. 316 


1623 EUCLID AVENVE 
CLEVELAND 15, OHIO 
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All year long, Master advertising in these 
magazines will reach millions of padlock prospects 
in all walks of life! Hundreds of these people are 
YOUR customers... so be sure you have Master 3 
Padlocks well displayed. When your customers [| 
see them... they'll buy them. Check your stock ~— 
and displays now ... order from your wholesaler. 


Master Jock Company. Milwaukee 45, Wis. ° Would Largest Padlock Monupactiners 
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One Million 
mS Housing Starts in 58" He 


...and every one must start Pam) 





with a transit or level 






Get your share of this big market with BERGER Instruments 


Home building is one of the brightest spots in the nation’s 
economy. That’s the unanimous forecast of economists, government 


officials and builders themselves. And wherever there’s a home to memes MAIL COUPON FOR DETAILS sium, 























be built, there’s a Berger transit or level to be sold. A BERGER 
To whom? To your regular customers—the people who buy their » FOR EVERY ' 
tools and building supplies from you—builders, contractors, } BUILDER’S BUDGET ' 
farmers, maintenance men. All over the country, they’re buying : ' 
Berger instruments by the thousands— because a Berger answers ' ' 
the builder’s needs as no other instrument can. i | { 
, [| Service Transit-Level 
In the past, these customers bought their Bergers elsewhere. . with tripod and case | 
Now, they can buy them directly from you. It’s the kind of i we i 
business you'll welcome. You sell big-ticket items with generous : J 
profit margins. Yet, selling time, writing sales checks, wrapping and . ' 
bookkeeping cost no more than for many “‘penny”’ items. What’s . 
more, you net the greatest dollar return per square foot of shelf and 5 oun ae Bl CO) Service Dumpy Level | 
display space. And you don’t have to worry about competition Level with tripod and - - _ahaiamaay 
from discount and premium houses. Berger is the great name in —— 
surveying instruments since 1871— advertised month after month in , - : 
leading building, contractor, engineering and agricultural magazines. ' 
Berger levels and transits can help make the 1958 building boom } . ' 
a boom year for you, too. To prove it, start with a trial run of i : ' 
just a few instruments. Watch how quickly they sell—and how | 12 Heavy Duty Dumpy , \ 
they help sell other builders’ and hardware items, too. ! a 0 Oe ' 
Write today for information and dealer discounts. f Prices RETAIL F.0.B. FACTORY $59.50 | 
oo | cL. BERGER & SONS, INC., 55 WILLIAMS ST., BOSTON 19, mass. I 
THE BEST IN i) : wane 7 
I Address | 
. City Zone State i 
C. L. BERGER & SONS, INC., 55 WILLIAMS ST., BOSTON 19, MASS. an am am om os oe om om ow ow on ow oe oe on os oe 
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PLUMB HAMMER SPECIALS 


FOR SPRING anon SUMMER 
Ye ee od 2 0) ot 


$4.25 VALUE | T the F16-S with 


SEASON SPECIAL NON-BREAKABLE FIBER-GLASS HANDLE 


~ suit : aes cee in ERE xe. * Pepe A ene ge 
, . . ta a 
Y mae - oe cs ne me ov) a. 8 4 Se ee 
PRES: PN a SD a eS ORE RRR OF Re, ode 
Soe bs Poh ° . 


PLUMB 


"SEASON en ' 2 he Homethrift 145-8 with 
, SELECT HICKORY HANDLE 
N ow! .) ? 19 A = 


a en ge ——o 
Sect mG eae 


Standard Quality PLUMB TOOLS at REDUCED PRICES in 
New Attractive Color Combinations to Spark Sales 


These Plumb Nail Hammers have been specially selected, finished 
and priced to offer outstanding values to the vast market of craftsmen 
and home owners. 


You can offer these nationally advertised Plumb tools at special 
prices to compete with chain stores and other mass merchandisers 
and still get your full margin of profit. 


| the F16-S NAIL HAMMER 


16 oz. Polished Head—Non-Breakable Green Fiber-Glass 
Handle with grey neoprene covered grip. 


REGULAR SPECIAL 
NUMBER PACKED RETAIL VALUE SALEPRICE YOUR COST YOUR PROFIT 


FI6G<-S 4tobox $4.25 a Py A $2.50 $1.25 
the Homethrift 145-S NAIL HAMMER 


16 oz. Lustre Black Head—Grey and Green Select 
Hickory Handle 


REGULAR SPECIAL 
NUMBER PACKED RETAIL VALUE SALEPRICE YOUR COST YOUR PROFIT 


145-S§ 6 to box $2.60 $2.19 $1.46 ae 


Cash in on these Season Specials_Order Today! 


LIMITED OFFER SUBJECT TO WITHDRAWAL WITHOUT NOTICE 


FAYETTE R. PLUMB, INC. « Philadelphia 37, Pa. 
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turn the page and see why > 












UFKIN zives you the 






Tele) 4-5 mt-) 4M aD, Tc, 
PACKAGE in the 







tape rule business... 








A terrific tape rule...at a popular price. The Lufkin Advertising to 2 si 
White Clad® has a thicker, more rigid blade . . . with smoother homeowners . 
action and easy-to-read markings in jet black on snowy white. a ee 
Everything about the White Clad is just what homeowners and 
craftsmen want. 


The Saturday Evening 
Post, Popular Science and 
Popular Mechanics. These 
are some of the magazines 


A new self-demonstrator package that shows the Lufkin ... just part of Lufkin’s 


rule to perfection. It takes little space . . . hangs up in your tool year-long support to 
department, cuts down on pilferage while permitting customers reach your homeowner 
to pull out the blade without removing case from package. customers. 






4 [UF King 
The sensational W-600 merchandiser. Deal- WH IT a 

ers say this compact display packs more sell than any- : E , Cc 
thing yet offered. The turnover is faster with a W-600. = bad 
If you don’t have one now, order it from your whole- - 

saler. If you do have one keep an eye on it, for it gets 


emptied faster than you’d dream possible. 






—— 


~— 
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FEET and INCHES 


DOUBLE GRADUATED & 


CONSECUTIVE INCHES 


MORE PROFIT PER SQUARE INCH... 


You can make the Lufkin White Clad tape rule one of the most profitable 
items per square inch of space in your store. You’ve got a complete campaign 
behind it. It’s popularly priced and smartly packaged for display on the wall 
or the W-600 Merchandiser. Stock up now. Call your wholesaler today. 


THE UF Kl, RULE COMPANY 


TAPES + RULES + PRECISION TOOLS 
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HARDWARE WEEK VALUES 


a 


HEDGE TRIMMER ATTACHMENTS 


Display Packaged to catch the eye 


No. 2150 


REGULAR List °14°95 


SPECIAL FOR $19-95 
HARDWARE WEEK 


This universal model fits any 
14,” electric drill. Has 12-inch, 
16-tooth blade. Trims hedges, 
shapes shrubbery. Cuts twigs 
up to ¥g” diameter. Simple in 


FOR ANY 4” ELECTRIC DRILL 


No. 8821 
FOR “888” POWER UNIT 


REGULAR List °14:95 


SPECIAL FOR $19.95 
HARDWARE WEEK 


This model is specially de- 
signed for use with the popu- 
lar, 1/3 h.p. “888” Power Unit. 
Has positive power; driven di- 


mertone gray enamel. 


Shipping weight: 33 Ibs. 


HIGH SPEED STEEL 


LIST 


REGULAR SPECIAL FOR 
$780 HARDWARE WEEK $6 


These bits bore through wood, plastic, plywood, etc., 
clean and fast — even at difficult angles — cut through 
ordinary nails and screws, too! Yet the high-speed 
steel blades stay sharp 10 times longer than ordinary 
blades. They’re specially designed for efficient use with 
14,” electric drills, and shanks are milled for 3-jaw 
chucks. Set of 6 comes in sizes 4” to 1” and is in a 
handy plastic roll. 
Packed | set in a box. Shipping weight: 1 Ib. 


ALL PRICES MAINTAIN FULL 33'5% DEALER PROFIT 





design and built for years of 
trouble-free service. Alumi- 
num housing finished in ham- 


Packed | in counter display carton. 





rect from the “888’s” spindle. 
Trims hedges, ornamental 
trees and shrubs. Has 12-inch 
blade with 16 sabre teeth with 
full 34g” cutting capacity. 
Packed | in counter display carton. 
Shipping weight: 31/2 Ibs. 








CARPENTER &/ 
SQUARE 


REGULAR LIST $1.89 


SPECIAL FOR 
HARDWARE WEEK $149 


No. 1270 


The 12-inch blade is graduated in 8ths and 16ths on 
one side, 16ths and 32nds on the other, with easy- 
reading figures on the 32nds. Figures are heavily die- 
impressed. Precisely milled, polished working faces for 
great accuracy. Drawbolt is held by steel spring and 
nut. Equipped with spring-held scriber and double 
hairline level. 


Packed | in display box. Shipping weight: % Ib. 


MILLERS FALLS 


MILLERS FALLS COMPANY 
Dept. HA-29, Greenfield, Mass. 
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Greens’ Hardware window appeals to women customers. 


It pays to please women 


Women conscious? 

Whether you are planning to remodel your 
store or merely redecorate a section, keep asking 
yourself “Will this appeal to women shoppers?” 
Be. There’s sound reasoning behind the need to be 


; p mm , women-conscious. 
If you slant layout, displays to Whether you like to admit it or not women 
the women’s point of view you'll get have become your bread-and-butter customers. If 
you are going to keep your sales index climbing 
more traffic and make more sales you will have to keep women shoppers in mind 


each time you plan a remodeling job, a promotion, 
or a purchase for your store. 

Of course, this is not news to many hardware 
dealers. Many dealers have consciously slanted 


HARDWARE AGE, FEBRUARY 27, 1958 53 





It pays to please women 
(Continued ) 


store layout and promotions to women shoppers 
for years. These dealers know that women are 
their biggest source of traffic, sales, and profit. 

Here is a hardware dealer who plays up the 
woman angle in his store. 

Greens’ Hardware, Huntington Park, Calif., 
remodeled early in 1957. It did so with women in 
mind, for Greens’ has had a fast-growing wom- 
en’s trade since opening in 1935. 

The most recent modernization was the fourth 
in 22 years. It, like the others, was both func- 
tional and beautifying, and directed at expanding 
both the store and the store’s appeal to women. 

Greens’ steady program of store improvement 
has paid off, for it now boosts 80 percent women 
trade. 


Here’s a brief rundown on Greens’ remodeling: 
(1) The job took nearly five months, and cost 
$50,000. 


(2) The store was open all through repairs, 
by closing off sections as they were being over- 
hauled. 


A steady stream of traffic uses Greens’ short cut to main street. 


(3) The front of the store was redesigned to 
bring the sales floor right up to the full glass 
front. This modern front replaced a former al- 
cove. It gives passersby an unobstructed view of 
the full store interior. Display area nearest the 
front windows is now a showcase for key women’s 
lines such as china, glass, housewares, and gift- 
wares. 

(4) At the rear, a former loading area was 
turned into selling space. Show windows were 
installed and entrances were opened. A large sign 
by the rear entrance reads “Greens’ way to 
Pacific Blvd.” to get traffic to use the store as a 
short cut to the main street of Huntington Park. 

Store Manager Arthur B. Green, Jr., figured 
heavy through-traffic would be an important 
source of impulse sales. Mr. Green figured rightly. 
There is a steady stream of traffic using this con- 
venience. 


(5) Offices and service sections were moved to 
a second floor balcony. This left the full 7500 
sq ft first floor for brightly decorated display 
space. 
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The modernization job included new slim-line 
fluorescent lighting in rows of two each, redeco- 
rating in color schemes to please women, 
refixturing, addition of two new departments, 
and enlargement of all departments. 

Store now has 14 major merchandise sec- 
tions. Even the_ sections like hand tools, 
thought of as for men only, are set off in 
bright pastel colors to interest women. 

Heavy use of perforated paneling, metal and 
fiber, helped Greens’ put to use supporting 
columns and backs of wall fixtures. 

The Green family operates four other hard- 
ware stores in California. In all the stores, 
appeal to women is recognized as the key factor 
in modern merchandising. 

Greens’ Huntington Park store has many fea- 
tures that keep women coming back to shop. Some 
of the more important of these are: 
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Greens’ has proven that women buy many fools if displays are attractive 


Display—Many items and lines are shown in 
use. That is, dinnerware is displayed on lace 
tablecloths; copper cookware hangs against 
artificial brick walls; and motorized barbecues 
are plugged in for instant demonstration. Front 
window displays are changed weekly to keep 
customers asking “What’s new?” 
Services—30 to 90 day charge accounts and 
deferred payments lure women on a budget. 
There is ample city parking space behind 
Greens’ store. 

A 46 power spotlight bathes store’s interior in 
light until 10:30 each night. Lighted displays, 
especially those nearest windows, draw a steady 
stream of evening traffic. 

Manager Green thinks many decisions to buy 
are made through the combination of good dis- 
play and bright night lighting. 

Each department is finished in a different, yet 








It pays to please women 
(Continued ) 


blended, color scheme to make the store look 
more like a woman’s store. Temporary services, 
such as Christmas gift wrapping, bring in addi- 
tional traffic and sales, mostly to women. 


Greens’ shopping hours conform to Hunting- 
ton Park’s department store hours. The store 
is open two evenings a week to bring in hus- 
bands and wives shopping together. 
Promotions—Direct mail is used a lot, in addi- 
tion to newspaper advertising. 


Three catalogues a year are beamed directly 
at women customers in their homes: gadgets 
and housewares are featured in March; general 
housewares and gifts are shown in mid-sum- 
mer; and Christmas gift lines are highlighted 
in a late-November mailing. 

Other mailings are used for special promo- 
tions. “We get more sales per dollar spent from 


direct mail than from newspapers,’ manager 
Green said. 

Greens’ mailing list is constantly growing. 
It currently stands at about 20,000. 

All mailing list customers were invited to 
see the new store designed for women. Most of 
the incentive prizes were women’s gifts, such 
as electric mixers and kitchen utensils. 

A new paint department and barbecue section 
were built in the remodeling. And while every 
department was remodeled, these sections got 
the biggest expansion: glasswares, garden sup- 
plies, builders’ hardware, and tools. 

Most of Greens’ sales staff is women. Six out 
of nine salespeople are women because of the 
heavy emphasis on women’s departments. 

More than one customer has told Mr. Green 
that he has “the most beautiful store in Hunt- 
ington Park.” This is what can happen when a 


A sure way to get women in your store? Show them gadgets. 


= YMULE TAN 
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hardware store sets its cap for a big slice of 
women trade. 

How about sales? Does being women-con- 
- scious pay off? 

“We feel that hardware stores should appeal! 
to female trade. Women’s departments such as 
china, glassware, housewares, etc., carry higher 
margins of profit than ordinary hardware lines, 
besides bringing in more traffic,” says Mr. 
Green. 

“The fact is our sales since reopening have 
shown steady gains over the like period last 
year,’ said Mr. Green in conclusion, “and this 
is Significant because the average store out here 
has been off slightly during the same period.” 

© End 





Greens’ has learned that women buy as much paint as men. 


SI , eine 
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Besides neatness, 
women want full 
displays and 
wide assortments. 
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How to sell power mowers 


in mid-winter 





Here’s how a Pennsylvania dealer turned January into June 


with a smart lawn mower promotion that netted sales of 


$4700 in the coldest, snowiest winter in many years 


Many dealers are content when they sell a hundred 
Or so power lawn mowers during a regular season. 
This used to be the case with A. R. Wolff & Son, hard- 
ware dealer at Meadville, Pa. 

Right after this past Christmas, Wolff’s took a 
gamble. Ronald Wolff had a feeling that he could 
move a lot of power mowers with a mid-winter sale, 
providing the price was right, and providing he could 
sell his customers on time payments. 

What did Wolff’s stand to lose in the gamble? The 
cost of a four-column ad poses a big investment. An 
inventory of power mowers in January is an invest- 
ment, too. 

The ad was placed. It wound up right next to a 
U. S. Weather Bureau forecast that called for lots of 
snow and sub-freezing weather. On sale day, there 
was more than an inch of snow on mower samples 
outside of Wolff’s door. 

Maybe customers were pleased with Wolff’s re- 
minder that summer was in the offing. Maybe they 
liked the one-third discounts offered in the ad. Or 
maybe customers were lured by the $5 down-easy 
terms” box featured big in the ad. No one knows 
for sure. 

The ad sold lawn mowers, beyond the fondest hopes 
of Mr. Wolff. 

This ad (opposite) sold 65 of the 21 in. models and 
seven riding mowers, within two weeks of its release. 

Normally Wolff’s sells about 150 power lawn mow- 
ers of all types in the regular spring and summer 


38 


season. It sold nearly half this amount, good for a 
$4,700 return on its gamble, in two weeks in the dead 
of winter. 

This sales history is significant for dealers every- 
where. With snow on the ground, Christmas bills 
unpaid, and a gloomy economic forecast for the first 
half of 1958, this dealer proved customers can be 
stirred to buy. 

How did Wolff’s ad rouse up customers? There are 
three answers to this: 


“It apvealed to customers’ common sense. Lawn 
mowers would naturally be cheaper in the winter than 
the summer, that’s the way most customers figure. 
That is also why most fur coats are sold in July and 
August. 


*It appealed to budget-minded customers who pre- 
dominate in most markets. The terms offered were 
$5 down, and time payments or a layaway plan to 
fii any budget need. 


* It appealed to bargain hunters. Manufacturers’ list 
prices were quoted, with Wolff’s prices offering sav- 
ings of from $36.45 to $70.45. 

Wolff’s combination of rock-bottom prices and easy 
buying terms proved irresistible to 72 customers. 
And it proved that a well-planned promotion with a 
hard-sell ad will sell plenty of merchandise, in spite 
of gigantic odds. @ End 
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This ad pulled $4700 


in power mower sales 









in the dead 


of winter 
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Here is how a hardware store in a shopping center in 
the South divides responsibilities for buying, control 
of inventories and merchandising into six departments. 


Try it, this idea may be your key to more sales this year. 


Hardware department has front location, right of entrance, with watch repairing nearby. 


“oe SPS 
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profit, departmentalize your store 


Have you ever thought of running your store 
by putting a salesman in complete charge of 
each department? 

If you haven’t, this may be the way to boost 
sales and to make more net profits during this 
year. 

No, this idea is not only for the big, super- 
market type of hardware stores. It can be used 
in any store where you have at least one man, 
or woman, for each department or where you 
could double up on several departments under 
one management. 


Sa 
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Hobby center is major department, located at rear, right of general sales floor. 
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Center Hardware & Hobby Shop, for instance, 
has this type of management. As the name sug- 
gests, Center Hardware is in a shopping center 
in Charlotte, N. C. 

The store celebrated its first anniversary late 
last year. That’s time to shake out the bugs in 
any idea. And Mr. and Mrs. Mike Fisher, owners 
and operators, find departmentalized responsi- 
bility a good way to operate their hardware 
store. 

They originally approached the management 
problem on the basis that each area of the store 





To make more profits 


(Continued ) 


would have its own particular problems. Buying 
patterns would be different. So would stock con- 
trols, and merchandising plans. Each depart- 
ment manager thus would be an expert in his 
own field, and could advise overall, top manage- 
ment. 

The store has these six departments: 

Hardware. 

Housewares. 

Giftwares 

Toys 

Hobbies 

Wheel goods and services. 

The divisions of management follow logical 
lines of store layout. 

The store occupies a center position in the 
shopping center. It is rectangular in its general 
shape. The shopping center parking area is 
directly in front of the hardware store. A drive- 
way goes along the rear of the store. 

As customers enter the hardware store to the 


Check out counter is one of best sales spots in store, 
with novelty merchandise on display. 


left are giftwares and housewares. To the rear 
is toys. To the right are hardware and back of 
that, hobbies. 

There is a rather logical reason for this layout 
of the six departments. 

The floor of the giftwares and housewares 


Giftwares department has the decor and fixtures of a fine store. 
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areas is a few steps higher than the hardware 
area floor. Once customers have walked up to 
giftwares, they are in an area completely dif- 
ferent than the rest of the store. Walls are 
finished differently and fixtures, as seen in the 
accompanying illustration, are typical of fine 
stores. 

The transition back to housewares is logical, 
for housewares also have a gift appeal. Then, 
too, the wrap counter where purchases can be 
gift wrapped is midway between the depart- 
ments. 

Hobbies and hardware also tie-in. Basically 
both are separate departments, yet the sale of 
- some hardware lines, like tools and fasteners 
can tie-in with hobbies. Store owners, Mr. and Mrs. Mike Fisher. 

Wheel goods and services are in a basement 
area. This area is directly open to the rear 
driveway. Customers can pick up wheel goods 
purchases and drop off items for repair without 
going through the store. 

The store has one concession. That is a watch 





The watch repair area is up front. This loca- 
tion keeps one individual in the store always 
near the entrance. That discourages petty shop 


repair department. lifting. 

Customers began asking where they could get The check-out counter is considered the heart 
this service in the center when the hardware of the store. Novelties are displayed at the 
store opened. The Fishers decided this would be counter and sales average out at around $40 to 
a good service to offer to attract traffic. $50 a day. ® End 


Housewares department back of giftwares, with wrap counter between departments. 


i a 





Wake 


aan toun 


see 
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How to sell more hardware... 
with better ads 


Here are 14 ways to help you put ads in your local newspapers that 


will increase traffic in your store, make more sales, and help you 


get a better rate of turnover and also a better net profit. 


by Vernon and Lee Hill 


Editor’s Note: The Hills run the Weekly Home 
News, in Spring Green, Wis. They are like the 
folks most hardware dealers will find behind the 
desk of their weekly or small town daily news- 
paper. The Hills have some splendid ideas, out of 
their experiences with hardware dealers and other 
merchants in their town, that will help you write 
better, more effective ads. 


Our friend Bill, the hardware dealer, comes 
into our newspaper office and tells us he wants to 
run an ad in the paper. 

Naturally, we’re pleased. 

It means money for us and, we hope, money 
for him through the success of his advertisement. 

But when we ask how much space he wants, he 
says: “Oh, I don’t know, not too big.” 

And when we ask for the copy, he tells us: 
“Well, I didn’t write up anything. Didn’t know 
just what I wanted to say. But you can put in 


something about me having ... oh, you know, 


paint for sale and hammers and stuff like that. 
Just fix up something and send me the bill.” 

Much as we like to get advertising, those are 
sad words to an editor. 

The editor doesn’t know enough about the mer- 
chant’s business to write a really good ad for him, 
nor should he be expected to. And he foresees that 
the inadequate ad which he’ll have to fix up isn’t 
going to do the advertiser much good. 

As a result, the dealer will feel that advertising 
doesn’t pay and he’ll soon quit. The loss in reve- 
nue is felt by the editor, but it’s nothing com- 
pared to the loss suffered by the hardware dealer 
who fails to interest the buying public in what he 
has to offer. 

No editor—including us—knows enough about 
Bill’s store to write this ad for him, but from long 
experience in the newspaper field we can give 
him some sound advice on how to write advertis- 
ing that sells. 

Here are 14 pointers: 


14 ways to make your advertising bring in more net profit 








(1) Advertise things people don’t know you have. The purpose 
of an ad is mainly to inform people what they can get in your 
store. You’d be surprised how few people really know everything 
you have in your entire stock. You can check on this yourself. 
Begin to notice how many customers say, “Do you have .. .?” So 
advertise a variety of things they may not know you have, and 
tell about some different items in each ad. 
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(2) Advertise the item you don’t sell in any volume, the one 
that gathers dust on a back shelf. You’ve got to create a demand 
for it. 


(3) Occasionally plug the obvious, the item everybody knows 
you have. 


(4) Try to advertise something different, or at least change 
the wording of your ad, every week. People tend not to read the 
same old thing and there’s nothing so stale as the ad that never 
changes. 


(5) Don’t expect your ad to unload merchandise nobody wants. 
Your ad must always uphold your store’s reputation. 


(6) Don’t just list the articles; describe them. Point out how 
the customer needs them or can use them to his advantage, or 
what is especially desirable about them. 


(7) Don’t put too many items in one ad. 


(8) Vary the form and size of your ad from week to week to 
make it always interesting. 


(9) Advertise consistently, even if it’s only a small ad. We’ve 
found that the one-shot deal rarely does any good. 


(10) Get copy to the editor early so that the printer will have 
time to design your ad properly. That’s important. 


(11) Don’t expect a line of customers at your door next morn- 
ing. The advertising message may linger in the reader’s mind for 
several days—then he comes in. The immense store traffic you 
see in and out of a big city store is the result of habits formed on 
the part of the buying public, instilled in them through constant 
advertising. 


(12) Don’t expect a land office business in the particular items 
you advertise. But these will stimulate the reader to think of what 
he really needs from your store. 


(13) Your ad may lure a customer in to buy a screwdriver, and 
then your store displays may sell an entire do-it-yourself outfit 
once your customer is inside. 


(14) Make a game out of advertising. Use strategy. In a card 
game you try to figure every angle in order to win. Yet your busi- 
ness is more important than a card game. You’re there to make 
money. Use your brains to outsmart (but not cheat) the buying 
public. Just think of the thrill you’ll have when you do a rush 
business after a clever ad. How to be clever? Remember to enter- 
tain your readers as well as inform them. 
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Display fixtures... 


for quick, seasonal changes 


Customer _ selec- 
tion is easy off 
these three - level 
portable display 
units. 

oa 

Here are two flexible display 
units used by West Main Hardware, 
Gallatin, Tenn., for quick and easy 
seasonal display changes. 

The bench-like display with can- 
isters and pitchers has one wide, Se R } 
fixed shelf and a perforated panel —_. : EF This lightweight 
back. sie ' | fF fixture is adapt- 

The back can support portable | - mj able for mass or 
shelving at different levels. aut - é sample displays. 

The fixed shelf is high enough wi | %y 
for easy floor cleaning. 

This unit is used just inside the 
store’s visual front window. Two 
units can be used back to back, 
or one can be used to top a display 
table. 

The other display is made of 
stock doors and iron pipe, the lower 
legs being placed in crutch tips 
to protect the floor. 

Shelves in each three-tier unit 
are painted in one shade. Each 
group of shelves is of a different 
color than those next to it. 

R. C. Brown and N. B. Echols, 
partners in the firm, also use these 
three-tier shelves to make H, T, 
L and U-shaped displays for differ- 
ent types of seasonal lines. 

The partners believe frequent 
display shifts make seasonal lines 
move faster than if kept in one 
place for an entire sales period. 

© End 
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If I had a son... 


Editor’s Note: 


Dear Editor/ 


It hasn’t been possible to individually thank every reader who 
wrote us about the editorial “If I had a son” which appeared on page 
7 of the Jan. 2 issue. We do all appreciate your comments very much 
and hope you'll continue to let us have your opinions. Here are some 
letters, typical of those commenting on this editorial. 


Dear Editor: 

A tip of the hat, and a word 
of thanks to you for the excellent 
editorial on page 7 of the Jan. 2 
HARDWARE AGE. 

I have a son, and I certainly 
agree with you: “Hardware is 
still a pretty good business.” 

A good many years ago a man 
said, “Age cannot wither, nor 
custom stale, its infinite vari- 
ety.”’ I think this applies to the 
hardware business very well. 
How many other trades could use 
this slogan? Not too many. 

Your friend had some worthy 
points, with which none of us 
I’m sure would pass off without 
due consideration. 

Another man, not so many 
years ago said, “A winner never 
quits, and a quitter never wins.” 
This too, would be well for us all 
to apply to our trade. 

Thanks again for your fine 
editorial. 

Cordially, 
Greg Miller 
G. B. Stringer 
Syracuse, N. Y. 





Dear Editor: 

In regards to the editorial, 
“If I had ason...” in the Jan. 2 
issue, we wish to tell you that my 
young son, young daughter and 
of course we parents, found this 
editorial very inspiring. 
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You certainly were _ instru- 
mental in influencing the young 
sons. 

Your closing sentence is a very 
good motto. 

Yours truly, 
Mrs. Samuel Westerman 
B & M Hardware 
Malden, Mass. 





Dear Editor: 

The editorial in the Jan 2 
issue, “If I had a son...” was 
one of the finest I ever read. 

I do have a son and I have 
many times thought of keeping 
him out of the hardware busi- 
ness. It is, as you have expressed 
it, “a rough business, and a cut- 
throat business” these days. 

It seems as if the professions 
—engineering, medicine, etc., 
seem to be the sensible answer; 
but after reading your article. I 
realized as you put it, that one 
is associating with some of the 
finest people alive—the American 
hardwaremen. Also that your 
time is your own, and that there 
is time for fishing, social life, 
charitable and civic activities, 
etc., perhaps the hardware busi- 
ness isn’t so bad after all. 

Of course, my son is still 
young, and we will certainly try 
to help him mold his future, at 
the same time allowing him to 
make his own decision as to what 









field he wishes to work in. 


We hope, by that time, some of 
my opinions are changed, and I 
will be completely sold on the 
hard work, exertion, and strain 
that the hardware _ business 
sometimes put you through. But 
I also hope that it makes a better 
man of us. 

Here’s to many more years of 
reading HARDWARE AGE with edi- 
torials like this one. 

Sincerely yours, 
Burton Kanofsky 
Square Hardware Co. 
Kennett Square, Pa. 





Dear Editor: 


I was very much interested in 
the editorial in the Jan. 2 issue 
about the hardware dealer who 
didn’t want his boy to follow in 
his footsteps, but to get a job as 
an engineer. 


My experience is just the re- 
verse. I am a graduate mining 
engineer and when I bought my 
little hardware store I left a 
good mining and civil engineer- 
ing job to come here at the end 
of the depression years. 


We have been here nearly 19 
years. Although I haven’t made 
as much money as I would have 
made if I’d stayed with engi- 
neering, I am more than content 
to have made the change. 


Mrs. Saunders and I handle 
the store very nicely and both 
are at the 65-year mark. Our 
only complaint is trying to find 
someone to take over for a short 
vacation. We put our daughter 
through a university and now, 
of all things, she has been work- 
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Lotto from Hardware Age readers 





ing in a hardware store in Ta- 
coma, Wash. 

When all is said and done we 
would do it all over again, only 
start sooner. 

Very truly, 
Clen Saunders 
American Fork, Utah. 





No special deals 
Dear Editor: 

Your editorials on manufac- 
turers’ policies have been most 
interesting. I would like to draw 
your attention to a firm, clear, 
definite statement of policy in a 
letter to dealers by Bennett- 
Ireland, Inc., a leading manufac- 
turer of fireplace equipment. 

This letter points up the fact 
that there are some manufac- 
turers who recognize the impor- 
tance of “dealer acceptance” of 
their policies and are brave 
enough to take a stand on dis- 
tribution policies. 

Very truly yours 
John D. Bennett, Sr. 
President 
H. H. Bennett Hardware Co. 
Easton, Pa. 


Editor’s note: 

The statement by Bennett- 
Ireland is forthright, indeed. It 
says, among other things, “Sim- 
ply stated (our policy) is this: 
Our list prices and single system 
of discounts are published to pro- 
tect dealers against excessive 
competition and to insure their 
full profit ... we have no special 
deals, no double discounts, nor 
fictitious list prices for anyone.” 

I’m sure a note to Mr. W. N. 
Rice, Bennett-Ireland, Inc., Nor- 
wich, Conn., would bring you a 
copy of this statement. It is an 
excellent example of a clear-cut 
policy statement. 





Loaded with dynamite 


Dear Editor: 
I read, with interest, the edi- 
torial entitled “Loaded With 
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dynamite” in the issue of Jan 16. 
We have long believed in pub- 
lishing our sales policies and, as 
recently as November, 1957, such 
a form letter was sent to all of 
our trade and, I might add, very 
well received. 
Very truly yours, 
M. G. Steinhardt 
President 
American Steel Wool Mfg. Co., 
Inc. 
42-24 Orchard St. 
Long Island City, N. Y. 


Editor’s note: 

Mr. Steinhardt’s policy letter 
includes the statement: “We 
want no part of discount houses 
that leap frog the retailer to 
reach the consumer, or manufac- 
turers who will sell consumers 
and retailers alike.’”’ We suggest 
you drop Mr. Steinhardt a note 
and ask for a copy of his state- 
ment. It’s worth reading. 


Booke 


for a dealer's library 





’? 


“50 Years in a Hardware Store, 
by E. B. Pryor. Good books devoted 
to hardware stores are few and far 
between. Here is one that is well 
worth reading. It is the story of a 
man, the author, who grew up ina 
hardware store and is still active in 
one. He tells of his first job at $1 
a week, back in 1904, when 10- 
quart galvanized pails sold at 10¢ 
and 15¢ each. The changes that 
have taken place in the years since 
then are traced out in the pages of 
the book, as seen through his eyes. 

Woven throughout the book is a 
philosophy of retail store manage- 
ment that is both refreshing and 
stimulating. 

Hardwaremen, young and old, 
will find this book very interesting 
reading. 

Book contains 143 pages and a 


number of four-color illustrations. 
Copies may be obtained at $2.95 
each, postpaid in U. S., from E. B. 
Pryor, C. M. Love & Co., 1040 
Third Ave., Huntington, W. Va. 


Vv 


How to Build and Contract Your 
Own Home is a book with two 
values to dealers. It is a training 
manual for dealers who want their 
staffs to know more about the do- 
it-yourself market. The book also 
has resale appeal to the retail trade. 
Written by a man who built his 
own home, the book is full of plain 
talk about problems from site se- 
lection and excavation, through 
roofing and sewage disposal. It is 
heavily illustrated with photo- 
graphs and scale drawings. A basic 
house is described, with alternate 
plans covering all the problems in 
building, or adding to, houses in 
the 1000 to 2000 sq ft range. Book 
highlights problem of what jobs 
are most economically done by do- 
it-yourselfers, and those best fin- 
ished by professionals. Arco Pub- 
lishing Co., 480 Lexington Ave., 
New York City 17. Price: $2. 
Pages: 144. 


Vv 


The New Lucian Cary On Guns 
is a book that dealers will enjoy, 
both as a training aid for gun sales- 
men and as a resale item to gun 
customers. It’s an interesting book 
to read, for the widely varied 
stories of gun lore are fact-packed, 
yet written in a light, fictional 
manner. A cross section of the 
book’s subject matter includes: “A 
gun for your son?” “Antique Arms 
Dealer,” “Lever action vs. bolt 
action,” and “Roll your own ammo.” 
More than 300 illustrations keep 
the reading light and easy. Arco 
Publishing Co., 480 Lexington Ave., 
New York City. Price: $2. Pages: 
144, 


Vv 


Shop Tools: Care and Repair is 
a book that will interest dealers in 
two ways: a training manual for 
salesmen in the tool department, 
and a resale item of considerable 
interest to tool buying customers. 
For the occasional hobbyist or the 
learned professional, this book has 
hundreds of illustrations and de- 
tailed instructions on the care of 

(Continued on page 78) 
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REPUBLIC STEEL offers 
top quality tl ble plastic pipe 


ex 
mad (4 tom A LATHON 25 | 


IN THE PRODUCTION OF PLASTIC TUBULAR PRODUCTS... 

































is now using Du Pont ALATHON 25 polyethylene resin in 
the manufacture of Republic FE flexible plastic pipe. 

ALATHON 25 is a specially formulated virgin material 
developed by Du Pont solely for pipe use. Like all polyethyl- 
enes, it is flexible, easy to handle and install, light in weight. 
The big difference is durability. ALATHON 25 has greater 
long-term burst strength .. . the ability to take higher in- 
ternal pressures over long periods. Unaffected by cold weather, 
it remains flexible at extremely low temperatures. ALATHON 
25 stands up during years of contact with corrosive soil chemi- 
cals . . . eliminates costly service calls and customer dissatis- 
caction. 

Republic joins these other companies which manufacture 
pipe of Du Pont ALATHON 25: Anesite Company, Crescent 
Plastics, Inc., Franklin Plastics, Inc., Plastic Pipe & Tube, 
Plastic Process Company and Yardley Plastics Company. 
Remember the green triangle which says, “‘Quality Pipe Made 
of Du Pont ALATHON® 25 polyethylene resin.’’ A symbol of 
quality to your customers, it can mean higher profits and 


more customer satisfaction for you. 
s\ze 






There is a difference in flexible plastic pipe... 
specify quality pipe made of ALATHON® 25. 


BETTER THINGS FOR BETTER LIVING . . . THROUGH CHEMISTRY 


HARDWARE AGE, FEBRUARY 27, 1958 


How a wholesaler handles the problem 
of where to get good salesmen 


We train our own salesmen 


After a 40-week program our new salesmen know our lines and our 


policies, and how to carry on our business the way we want it handled. 


If you are having trouble hiring 
salesmen, why not put in your own 
training program? 

That is what we are doing here 
at Huey & Philp Co. 

Our sales trainee program was 
started to correct an employment 
problem. Just about every business- 
man today is plagued with the same 
problem: where can you get ex- 
perienced salesmen who can quickly 
adapt to your way of doing busi- 
ness ? 

We, too, were having trouble get- 
ting replacements as_ vacancies 
cropped up on our sales staff. Train- 
ing our own men, rather than try- 
ing to hire them, seemed the 
answer. So, we sat down and 
worked out our trainee program. 

The end results of our program 
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by Paul H. Speaker 
Sales Manager 
Huey & Philp Co. 
Dallas 


are men capable of calling on our 
customers, carrying out our busi- 
ness in the way we want it handled. 
They can do this because they have 
spent 40 weeks learning the prod- 
ucts we sell and how we process 
orders through our warehouse and 
office before they ever talk to a 
customer. 

Most important, these trainees 
know the policy of the house. They 
know they are the Huey & Philp 
Co. when they call on their ac- 
counts, and how to handle just 
about every kind of situation that 
may come up. 

The fact that these men are 
warehouse and office-trained has 
certain perils, too. In a way, we 
are training them in an employ- 
ment market where an experienced 


trained man is in real demand. 
However, we have not lost one 
trainee to a competitor, or any 
other distributor, since the pro- 
gram was started. 

The fact that a man is selected 
to be a trainee, and is willing to 
slice off the next 40 weeks of his 
life learning to be a salesman indi- 
cates a lot. It shows that he has an 
interest in his work. It shows that 
he has what it takes to stick with a 
job. 

We pay these men the minimum 
rate of pay while learning. When 
they complete the course we make 
sure there is a place for them in 
our organization where the knowl- 
edge they absorbed will help them 
and us. 

There are three basic rules we 
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... LiKe 
Wheatland Steel Pipe Quality 


A little thing—a finger in a dike—once accomplished so much. 
Today at the Wheatland mill, it’s the sma// detail, done well, that 
produces finer quality steel pipe—formable, weldable, durable 
and strong—the kind of pipe you want for your installations. 


. falfee wilh. Whe yeaa / 3 
For information about Black or Galvanized Steel Pipe, contact 


WHEATLAND TUBE Co. 


BANKERS SECURITIES BUILDING, PHILADELPHIA 7, PA. 
MILLS: WHEATLAND, PA. « DELAIR, N.J. 
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Products under discus- 
sion. Trainees Hugh 
McDaniel and Joe 
Martin discuss ammu- 
nition with William H. 
Philp, Jr., and Paul H. 
Speaker, sales man- 
ager. 


follow that make the program so 
successful: 

First, trainees are selected by 
recommendation of the sales man- 
ager. Actual employment is by the 
personnel director. 

Second, department heads cannot 
interfere with trainees. Trainees, 
under no circumstances, are to be 
diverted from the basic work of the 
program. 

Third, progress reports are made 
throughout the 40-week program. 

Here are the details of our sales 
training program. 


First phase: 
Trainees work in the warehouse, 
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assigned to different departments 
by the superintendent, filling or- 
ders and keeping stock. 

Each department head, or fore- 
man, keeps a record on their per- 
sonal habits; ability to get along 
with fellow workers, to follow di- 
rections, to retain information; and 
their initiative. 

Trainees are given an oral ex- 
amination every Friday afternoon 
covering the work of the week. Ex- 
aminations are given by the sales 
manager or sales promotion man- 
ager with the buyer or assistant of 
the department. 

Trainees have a catalog for de- 
partment where they are working 


A line gets personal 
study. Trainees Ted 
Johnson and Jim 
Searle receiving perti- 
nent information on a 
riding power 
from buyer 
Philleaux. 


mower 


W. W. 


so they will know the different 
items, prices, packing and general 
information about the department. 

Trainees spend enough time in 
each of the seven warehouse de- 
partments to absorb a_ working 
knowledge of the department. Mini- 
mum time is two weeks in each de- 
partment. 


Second phase: 


One day in the packing room 
learning why and how of checking 
and packing and delivery methods. 

One day in the shipping depart- 
ment studying territories of sales- 
men, truck schedules, shipping dock 
procedures, bills of lading, how 
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PTA COMPETITIVELY PRICED 
mw FEAST ACTION 






Highly styled! Promotionally 
the priced! Two towel bars, ny- 


lon bearings and hammered 
frosted glass makes this an 


$ a outstanding retail value. For 
| 414 or 5 foot recessed tubs. 


Suggested Retail Price 



























5 NO 
) | | INCREASE 
ing, bathtub enclosure in _ SMOWERITE , CO” 
mered fronted or faced © CANDARD . oo 














glass. Contains two towel 
bars, nylon bearings. For $ 3 5 
4\/, or 5 foot recessed tubs. ® 


Suggested Retail Price 
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is Ideal enclosure for bathing 
ee Bt children. Three sliding panels 








afford more room ... make 

na $ q § cleaning easier. Features two 

. 4 towel bars. For 41/4 or 5 foot 
| @ recessed tubs. 


Suggested Retail Price 
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i THEODORE EFRON MFG. CO. i 
- 7519 South Greenwood Ave. 
" Chicago 19, Illinois Dept.HA 962 , 
: Gentlemen: Please rush me information ! 
- about ShoweRite products. - 
. : 
; Name 
elias sa 

write for fully illustrated brochure of complete line ' City. aro Zone State : 
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Oador NAILS fore Company 


Onder TACKS from. B Company HUTS 
a . doesn’t 
make 


Stock complete-line ATLAS... 
it makes good dollars and sense! 


Stock the line in the 
famous Red Boxes 


g. Atlas 


FAIRHAVEN, MASS. ° 


Standard of the industry since 1810, the full Atlas 
line is equivalent to roughly 12 scattered sources 
of supply. By using this ome source you eliminate 
1l extra orders, 11 extra invoices, 11 extra ship- 
ments, 11 extra brands to inventory. And these eco- 
nomies can actually increase your profits as much 
as SY! 

Yes, it makes good sense to specify complete-line 
Atlas. You get top quality at competitive prices, 
uniform “family” packaging, modern displays. . . 
from one source. You save time, trouble, and 
money! 


TACK 
CORP. 


HENDERSON, KY. 








We train our own salesmen 
(Continued ) 


trucks are loaded, and how specials 
are handled. 

One day in receiving department 
checking in and routing merchan- 
dise, learning how damaged goods 
are handled, and the importance of 
having complete information on re- 
turned goods. 

Half day in catalog department 
learning procedures and half a day 
in mailing department. 

One day in the credit department 
learning how new accounts are 
opened, past due accounts are han- 
dled, credit reports, and credit 
terms. 


Third phase: 


Four weeks in Stock Control De- 
partment where they undergo 
training in stock control, perpetual 
inventory, writing back orders, 
pricing, and the general relation- 
ships between catalogs, prices and 
quantities. 


Fourth phase: 


Assignment to the sample floor. 
Trainees are responsible for pric- 
ing samples, changing prices, and 
for the cleanliness and arrange- 
ment of samples. Trainees observe 
and assist salesmen who have cus- 
tomers in the sample room. While 
on the sample floor, trainees are 
given business’. publications’ to 
study. 


Fifth phase: 


Trainees conclude the program 
with seven weeks of sales training. 
They work one week with each city 
salesman, and the final assignment 
is om the city sales desk. 


Oral examinations and “Personal 
Training Records” are continued 
throughout the program. 

The records are used to check 
trainee’s over-all personal qualifica- 
tions and habits. The reports are 
confidential, made out only by desig- 
nated executives and kept in sales 
department files. Most of the ques- 
tions in the progress reports are 
multiple choice questions, to keep 
paper work for executives at a 
minimum and to come up with com- 
parative answers. 
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B.EGoodrich 


Consider this difference in Koroseal hose 
—and what it means to you 


Koroseal garden hose has a reputation as the 
finest hose of its kind. Its quality and ad- 
gg. vantages are well known and respected. 


Because of this, Koroseal takes less ‘‘sales 
talk”’. You find less sales resistance. People 
know they can depend on Koroseal to give 
them complete satisfaction. And that—what- 
ever they buy—is what your customers want 
—satisfaction. Koroseal has been satisfying 
countless users for over 10 years. 


You, too, can depend on Koroseal hose. 
Sell it with complete confidence. Koroseal 
is not made with scrap materials. It’s tough, 
lasts years. Leave it out all winter, run over 
it with a car, you won’t harm it. And Koro- 
seal’s beauty is durable, too. Time only dims 
it slightly. Another advantage is light weight. 
Koroseal weighs one-third less than rubber. 
Result—it’s much easier to use, more pleas- 





ant to handle. 


ail 


Stock the full line of Koroseal hoses. That’s 

the way to make sure you won't lose a sale. 

Koroseal King Size is larger for faster water 

flow. Koroseal Imperial is slightly smaller 

and lighter. This appeals especially to women. 

, ; Koroseal Crystal is translucent, won't turn 





grayish brown after long exposure to the sun. 
Talk to your distributor salesman about 
Koroseal. Be ready to offer your customers 
a full line of the hose in which they have 
complete confidence—Koroseal. 


Koroseal—T. M. Reg. U.S. Pat. Off 





B.EGoodrich Koroseal garden — 3 
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STORM WINDOWS AND SCREENS in the “‘Jector-Lite’”’ all-incased facings, operation of the windows is smooth and easy, and metal to 
triple-channel aluminum window use ZYTEL nylon resin to insure metal contact is avoided. ZYTEL is extremely resistant to wear and 
efficient operation. Spring facings and glides made of ZyYTEL provide abrasion . . . avoids need for lubrication. (Manufactured by James 
high strength, cannot rust. Due to the low-friction surface of the F. Dilworth, Inc., West Chester, Pa.) 


PIPE FITTINGS molded of a ZyTet nylon resin are used to con- THIN-WALLED SLEEVES AND WASHERS of ZyTEL nylon resin are designed 
nect plastic pipe with plastic or metal pipe. Molded into the for controlled flow under fastener pressure. The sleeve hugs the fastener, 
complex hollow shapes are pressure grooving and threads. The creating a strong, vibration-resistant attachment, and also acts as a seal 
parts have high strength and chemical resistance. (Manufac- and electrical insulator. (““Nyltite’’ Sleeves and Washers by Nyltite Cor- 
tured by Yardley Plastics Company, Columbus 15, Ohio.) poration of America, Newark, New Jersey.) 
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hardware of DuPont 
ZYTEL nylon resin 


Wren people ask us why ZyYTEL is becoming a 
fundamental material in the hardware field, 





. frequently we give them the following answer— 
XQ ZYTEL can replace the traditional materials found 
—— YQ in hardware with great advantage to the final product. 


Brass, as an instance, has over seven times the weight 
of ZyTEL. Volume for volume, ZYTEL costs about half 
as much. ZYTEL is a good dielectric. It can be readily 
machined with metalworking tools similar to those 
used for yellow brass. And, as a molding material, it 
offers outstanding advantages—it can be rapidly and 
economically injection-molded to close tolerances, 


virtually eliminating the need for any finishing ma- 
chine work. 


As for the final product—well, the strength and 
toughness of ZYTEL are now becoming traditional. It 
resists high temperatures, can’t corrode, will take 
powerful blows without cracking, feels good to han- 
dle and looks good because of the fine finish and 
beautiful colors possible with ZYTEL. 


Doesn't a material with such outstanding proper- 
ties sound like a natural for hardware? Well, it is— 
and we'd like you to try it, use it, tell your customers 

- about it. We'll be glad to furnish you with all the 
BALLCOCK VALVE made of ZyYTEL pro- , , SE. ; 
vidios: m: taltehiia uhenen poieidaeiemeaies information you need to get a complete picture of 


for toilet installations. Components of the properties of ZyTEL and how it can make hard- 

ZyTet do not corrode when subjected to ware products better. 

underwater conditions or the action of 

dissolved minerals. High strength assures ° * 

Hrd Wave Gisanedak beanie fous ) Clip the coupon and mail it to us for more infor- 
mation on the properties of ZYTEL and ideas for 


its use in many products. 


OU PONT 


REG. U.S. PAT. OFF. 








BETTER THINGS FOR BETTER LIVING. . . THROUGH CHEMISTRY 
































}| E.I.du Pont de Nemours & Co. (Inc.), Polychemicals Dept. 
|} Room 202, Du Pont Building, Wilmington 98, Delaware 
4 7 Please send me more information on Du Pont ZyTet nylon resin. 

} I am interested in evaluating this material for 
| 
| 
|} Name 
| Company Position 

THIS WELL-BALANCED PAINTBRUSH is made entirely of Du Pont nylon. | Street 

Handle of ZyTEL is smooth, light and strong. Nylon ferrule makes a | Cit State 

better seat for bristles. The tapered bristles of Du Pont Tynex® nylon I y 

are flagged and tipped to hold more paint. (Components molded by Type of Business 


H. V. Hardman Co., Inc., Belleville, N. J.) InCanada:DuPont Company of Canada(1956)Ltd., P.O.Box 660, Montreal, Quebec. 
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Zinc Chromate Plated Refills 
for LAMSON Bolt Trays 


















































in Small, Convenient Quantities to 


REFILL LAMSON BOLT TRAYS 


Thousands of hardware dealers are today selling 
their bolts, nuts and screws in the clean, handy 
and convenient way—by displaying them in 
custom-made LAMSON BOLT TRAYS and 
DISPLAY STANDS. 
a This is “self-service” at its best—giving low 
» ene, selling cost and maximum profit. 
a But the ultimate in convenience is the ease 

with which dealers can reorder stock packaged 
Machine Bolts as few as 10 pieces to the carton. 

Write for packaged quantities and prices, or 

call your Lamson distributor and he’ll send you 
what you need. 






















































































Carriage Bolts ASSORTMENTS — Sarviage Bolts |, oe pach careers 
ives > ron og Small Machine Bolts Cap Screws 

. cz of amson 0 V4" y1” to “6” x 4” “Uy %” to Ya"¥2" 

Tray Replacement stove poits—ne. or Flat Hd. Hex Nuts 

Stove Bolts Fasteners Ye" nh" to“ x2” Ya" to V2” tap 
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Rooke for a dealer's library 











(Continued ) 


hand tools and equipment. Care, 
cleaning, repairing, and sharpen- 
ing of tools from auger bits 
through big electrical items are the 
prime concern of this manual. The 
big concern here is longer life for 
all tools, as well as more productive 
daily use of them. Van Nostrand 
Books, 120 Alexander St., Prince- 
ton, N. J. Price: $5.25. Pages: 
272. 


Vv 

The Value Added by Distribu- 
tion will give dealers and whole- 
salers a better understanding of 
the roles they play in the national 
economy. [t is the kind of booklet 
you might want to distribute to 
your customers, because it points 
out how wholesalers and retailers 
make a product more valuable and 
useful to the consumer, rather than 
just raise its cost. Domestic Dis- 
tribution Dept., Chamber of Com- 
merce of the United States, Wash- 
ington 6, D. C. Price: 20¢ each for 
1 to 49 copies; 10¢ each, 50 or 
more copies. Pages: 17. 


v 


Credit Manual of Commercial 
Laws, 1958 Edition may pull many 
dealers and wholesalers out of a 
legal quandary. It is neither a sub- 
stitute for an attorney, nor a text- 
book. Its objective is to give busi- 
nessmen a readable, workable guide 
to federal and state statutes when 
a quick reference is needed in the 
daily procedures of credit manage- 
ment. This year credit executives 
face understanding and coping with 
a multitude of new laws and 
amendments enacted this past year 
by 45 state legislatures. New legis- 
lation is offered here in summary 
for quick appreciation. Also cov- 
ered are new procedures for han- 
dling credit in these important 
phases: bad check laws, chattel 
mortgages, factors’ and mechanics’ 
liens, debt adjustment, sales and 
use taxes, and many others. This 
manual is a condensed, up-to-date 
credit-law presentation written in 
layman’s terms. National Assn. of 
Credit Men, 229 Fourth Ave., New 
York City. Price: $12. Pages: 681. 
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SANDPAPER “SUPERMARKET” 






boosts your sales 297! 


COMPACT! 


Takes less than a square 
foot of counter space. 18” 
high, 1114" deep, 10” wide. 


FOUR ASSORTMENTS! 


K-1 Deal pictured contains 
one sleeve each of very fine, 
fine, medium, coarse, very 
coarse ‘‘Production”’ Paper 
and one sleeve each of super 
fine, extra fine, very fine 
‘‘Wetordry’’ Tri-M-ite 
Paper. Three other K-Deals 
are available with various 
assortments of flint, garnet, 
emery cloth, and ‘‘Wetor- 
dry’’ Tri-M-ite Paper. 


COLORFUL! 


Bright green and yellow 
lacquer finish. 


FREE crit cuive! 


| Tells at a glance which type of 
| paper is best for each job. Mail 
| coupon for your free Grit Guide, 
7 available through your 3M 
ie 


Representative. 


“a a ao | 
OED: Production & Wetordry 


FOR FASTER, EASIER SANDING! 


Sandpaper 


yee WETORORY TRI-M-ITE PAPER VE 


re PRETTY PRODUCTION FINISHING PAPER 
of on - 


S 


3/g-120 


TA 


Vo-80-D 
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PRODUCTION PAPER 
— 


OFEN COAT 


PRODUCTION PAPER 56 
i 


PK Oe. Dart 


s0ee 









Store 


By 


Address 


Minnesota Mining and Manufacturing Company 
900 Bush Avenue 42-5E, St. Paul 6, Minnesota Dept. LV-28 


STURDY! 


fav 


Solidly constructed of 34 
basswood with 1,” Masonite 
shelves. 


CHOPPER 
eTOPPER! 


Brings your sandpaper 
stock out in open. Complete 
simplified grit assortment. 
Sliding shelves let custom- 
ers serve themselves. 


‘“‘Wetordry’’, ““Tri-M-ite’’ and 
*‘Production’’ Paper are reg- 
istered trademarks of the 3M 
Co., St. Paul 6, Minnesota. 


~--------~------ 


| 
| 
hn comaneapieanhcierenneunsninienpetts 

















there are 
BETTER profits 
in MAGNESIUM 






















The adjustable 
“runged" back of the 
ALL-WAY forms a 
regular steplad- 
der; can be used 
on uneven sur- 
faces such as 
stairs, or tips up- 
ward to make 
an “extension.” 
































LUO LU 


World’s most complete 
metal ladder line 


MAGNESIUM 
LADDERS 


Outlast . . . outperform other ladders. 


@ So light, a 2-foot ladder can be 
lifted with one finger 

Stronger than any other metal lad- 
der, pound for pound 

Precision engineered 

Fireproof, rustproof, corrosion and 
shock resistant 

Non-magnetic, non-smudging, non- 
sparking 

















Write for full information, catalog and 
prices on complete line and other 
household products. 






ava’ HITE METAL ROLLING 
s STAMPING CORP. 










Worid’s Largest Producers 
of Magnesium Products 


30 











443 Fourth Avenue, New York 16, N. Y. 
Plants: Warsaw, Ind. & Brooklyn, N. Y. 


Convention Calendar 








conventions 











1958 


April 





March 
2-4 


2-5 
9-13 Gift Show, Boston 

10-19 American Toy Fair, New York 
16-18 Florida & Georgia Retail Hard- 


shows conferences 
— 
Convention Check Lis? 
q 
For complete details about the conventions and shows listed below, see the 


aiphabetical listing starting on page 164, Feb. 13 issue. The next 
complete listing will be 


Pacitic Southwest Hardware 
Assn. Hardware & Housewores 
Exhibit, Phoenix 

Gift Show, Denver 


ware Assn. 


23-25 South Dakota Retail Hardware 


Assn. 


13-17 Southern Hardware Convention 


New Orleans 


For complete details about convention 


ssue of Hardware Aae. 





the March 13 issue. 


May 


26-28 Triple Industrial Supply Conver 
tion, New York 


June 
12-14 Texas Wholesale Hardwar 
Assn. & Texas Hardware Bo inne 


Club, Galveston 


July 

7-11 National Housewares’ Exhibit 
Atlantic City 

27-30 National Retail! Hardware A 
Congress, Chicago 

27-30 Associated Fishing Tackle Mfrs. 
Trade Show, Chicago 

28-30 Our Own Hardware Co. Sum 
mer Convention & Stockholder 


Meetina, Minneapoli 









ond SsnOW sted opove see ho Feb. : 




















bf jf Sue. 
E BOLTS 








\ 


Two rows of stock fencing keep mop and tool handle replacements in 
neat order at Swinney’s Hardware in Tulsa. The stock fencing is fastened 
at the floor and the ceiling and the two sections are spaced three feet apart. 
Handles are inserted through the mesh. 

A smaller section of fencing on one end provides support for shorter tooi 


handles. D handles are racked in lower mesh with tapered ends supported 


Stock fencing forms effective rack for handles 





on the floor. 


Handles racked this way in space 5 x 6 ft would take up to 75 ft of wa! 


space if stored upright. 
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lle HERE! 
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BEAR 


(‘llphaves Tp 


in sales-appealing 








dispensers 
and displays 
to catch 
your customers 





stimulate buying! 


“Procamae- 
45 BEST! 
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C-43 Handy Dispenser and Tape. D-34 Plastic Tape Dispenser for 12” 
14” x 200” rolls of BEAR Cellophane x 800” or 1296” rolls of BEAR Cello- 
Tape in colorful red, yellow, blue phane Tape. Eye-catching display 
and white plastic dispensers, 3 each contains 3 each red, green, white 
to a display. and gray dispensers. 











C-46 Handy Dispenser and Tape of C-32 Tape Rolls for the D-34 Dis- 


same design but larger than C-43. penser. Colorful display contains 12 
Contains 42” x 400” rolls of BEAR standard 42” x 800” rolls of BEAR 


Cellophane Tape. Same colors as Cellophane Tape in sealed cans. 


C-43. 












BEAR [@“p/enc\ TAPE [(¥ 
<o 


BEHR-MANNING CO. TROY, N. Y. 
BEHR-MANNING PRODUCTS: Coated Abrasives + Sharpening Stones « Pressure Sensitive Tapes 


A DIVISION OF NORTON COMPANY 
NORTON PRODUCTS: Abrasives + Grinding Wheels « Grinding Machines « Refractories 
In Canada: Behr-Manning (Canada) Ltd., Brantford. 
For Export: Norton Behr-Manning Overseas Inc., Troy, N. Y., U. S. A. ABRASIVES 















$1 





WHAT'S NEW 





(Continued from page 15) 


used on wood sanding blocks, 
wrapped around dowels, or held flat 
in the hand. It works with same 
action as a wood scraper. Single 
41 x 5-in. sheets packed in attrac- 
tive packages can be used as stand- 
up counter displays. Also offered 
mounted on Red Devil No. 9 sand- 
paper holders. List 25¢ for single 
sheet pack, 75¢ for sheet and hold- 
er. Sheets large enough for orbital 
and vibrating sanders will be avail- 
able in the Fall. Red Devil Tools. 


For more data circle No. 12 on postcard, p. 85 


Four tools in handy kit 
A specially designed holder of 
heavy-duty vinyl holds four popu- 





RIPSO = 


ey 
“POWER ACTION” HAND TOOLS 
a RASTER MECRANT O nO nanty man fl 








lar Gripso power-action tools for 
home handyman or master me- 
chanic. Kit can be hung in work- 
shop or will fold easily for carry- 
ing. It is available in an attractive 
gift box. Kit includes vise pliers, 
Gripso-matic pipe wrench, multi- 
duty pliers and Gear-Lock pliers. 
H. R. Basford Co. 


For more data circle No. 13 on postcard, p. 85 


82 


Riding tractor for mowers 

This Farm-Ette model No. 75 
riding tractor has full range Borg- 
Warner transmission with three 
forward and one reverse speed. It 
has complete differential and posi- 
tive transmission braking. Unit 
will handle full complement of 
tools, including 32-in. rotary mow- 
er, 3-gang reel mowers cutting up 
to 58 in. wide, 42-in. dozer blade, 
plow, cultivator, disk, roller, etc. 
Equipped with 3.6 to 4 hp. engine. 
Offered with low pressure tractor 
lug or lawn tread rear tires, pneu- 
matic front tires or with low pres- 


sure rear tires. Tom Moore Tractor 
Co. 


For more data circle No. 14 on postcard, p. 85 


A 50-ft power tape 


For people who do not like to 
hand-wind a tape, the Power Fifty, 
a 50-ft model features a patented 
control speed blade return. Gentle 
pressure on power button returns 
blade into case. Mechanism is made 
of molded nylon, the case is of 
vinyl-leatherette which resists 
moisture, scuffs and stains. Blade 
has black markings on white back- 
ground, foot-flagged every inch, 


graduated in eighths all the way. 
Packed in plastic bubble. List $6.98. 
Evans Rule Co. 


For more data circle No. 15 on postcard, p. 85 


Ten-piece beverage set 


Here is a new member of the 
caddy set line. Set has eight 9-oz 


classic style old fashioned glasses 
packed in an ice tub in a simulated 
gold wire caddy. Decoration is 22 k 
gold and frost golden foliage pat- 
tern. Combination set retails for 
about $8.95 complete. Owens-Illi- 
nois Glass Co. 


For more data circle No. 16 on postcard, p. 85 


Hammer drive anchor 
Builders and _  do-it-yourselfers 
will want the new hammer drive 





TT? 
ees 

*-* 
‘ 7 ae 
fe Ves 


* 
. 














Diamond anchor for use in mason- 
ry concrete or cinder blocks. It can 
be used in holes slightly over or 
under its diameter. Inner surface 
of shield has four longitudinal rifle 
barrel type lands (ribs) and 
grooves (valleys). Lands reduce in- 
side diameter of shield and allow 
for increased outward expansion 
insuring that shield will hold se- 
curely in oversize holes. Shape of 
lands makes them flatten out into 


HARDWARE AGE, FEBRUARY 27, 1958 























Regular Reduced 








Pri inthe: 
Just in time for Spring home-fixing projects comes this D rice mile ot 
low-price special on McKinney Shelf and Rod Brackets. eaier 
These are extra-heavy (.125) wrought steel brackets, em- ee 75 6 7 
bossed for greater strength and handsomely finished in ost 4 cA . EA 
grey enamel. Brackets are 10” high, 11” wide. They sup- - 
port shelves up to 12” wide, and take a 1%” rod. So Retail | 
easy to install, your customers will thank you for recom- Price . EA 9 8 
mending them. “ cA 

Make extra profits this Hardware Week with easy-to- “Effective until April 30 only 

sell McKinney Shelf and Rod Brackets at these extra-low 


prices. Prices good until April 30, 1958, only. 


ORDER YOUR STOCKS NOW! Packed 20 in a carton 


Complete with 144” x 12 screws for 
wall and 5” x 8 screws for shelf. 
Weight per carton: 30 Ibs. 


McKINNEY 


SINCE 1865 
MANUFACTURING 


PITTSBURGH 33, PA. 
tn Canada—McKinney-Skillcraft Ltd., St. Catharines, Ontario 


COMPANY 












WHAT’S NEW 








grooves when anchor is_ inserted 
in an undersize hole and nail is 
driven in. Offered in sizes from 
3/16-in. diameter and %g,-in. length 
to %-in. diameter and 3%-in. 
length. Combination of aluminum 
shield and hot dipped galvanized 
nail insures completely rust-proof 
assembly. Diamond Expansion Bolt 
Co., Inc. 


For more data circle No. 17 on postcard, p. 85 


Lightweight .410 pump gun 

This 54o-lb, pump gun in .410 
bore is ideal for women and 
youngsters because of no kick from 


its lighter loads. It can be used 





for small 


short 
small bore skeet events, and target 


game at range, 
practice. It has 26-in. special alloy 
steel, plain barrel with full choke 
and positive lock-up. Safe fire con- 
trol trigger must be released and 
pulled for every shot. Action must 
be completely closed before trigger 
can be pulled. Safety button is at 
top of receiver under thumb for 
quick positive trigger control. 
Tubular magazine, six-shot capac- 
ity, five in magazine, one in cham- 
ber. Can be changed to two-shell 
magazine capacity. Noble Mfg. Co. 


For more data circle No. 18 on postcard, p. 85 


A riding rotary lawnmower 


Customers who own or care for 


large lawns will want this 1958 
Springfield riding rotary lawn- 
mower. It has push-button height 
adjustment for cutting heights 
from 1% to 3% in. It has green 
and white finish with swept back 
cowl design. Features include foot 


$4 
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brakes, 24-in. cut, recoil starter, 
welded frame, short turn radius 
for easy maneuverability and sepa- 
rate clutch controls for blade and 
tractor. Knee-action front and sus- 
pension give better ride than previ- 
ous models. Also has single lever 
control of five forward speeds and 
reverse and _ four-cycle'§ engine. 
Height adjustments may be made 
while mower is in use. Power has 
been boosted to 4 hp. Retails at 
$279.50. Quick Mfg. Co. 


For more data circle No. 19 on postcard, p. 85 


Elliptical waste basket 


Housewives who want color in 
their homes will want these litho- 





graphed waste baskets with their 
elliptical shape. Offered in colors 
and three new patterns each using 
three different colors or combina- 
tions of color and design. Each de- 
sign is shipped and sold only in 
nests of its own three colors or 
motifs. Baskets 12% in. high, vary 
in base dimensions to permit nest- 
ing. Outermost basket is 10 5/16 x 
7% in. The others are smaller by 
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fractions of an inch. Packed six 
baskets, two nests per carton. List 
98¢ each. Colorware division of 
National Can Co. 


For more data circle No. 20 on postcard, p. 85 


lroning cord holder set 

All housewives will be customers 
for the Snapit ironing cord holder 
and extension cord set. Holder is 
attached to a colorful blister-type 
card suitable for mounting on rack. 
Holder is in two parts and assem- 
bled like a fishing rod. When as- 
sembled, it is 16 in. long. Holder 
includes fold-down feature so that 
holder may be moved out of way 
after use. Mounted on each holder 
is a 6-ft heavy-duty extension cord 


O 








with single outlet. Cable Electric 
Products, Ine. 


For more data circle No. 21 on postcard, p. 85 


Ruggedly-built screwdriver 


Homeowners, handymen and me- 
chanics will be interested in the 
new design of Handyman 3000-line 
screwdrivers. Heart of this tool is 
the Cushion-Core, a shock-absorb- 
ing plug set in core of tough, clear 
plastic handle. Manufacturer does 
not recommend screwdrivers for 
work other than fastening but real- 



























































(Continued on page 89) 




























































































Be sure to write name 


and address on post card. 


Please use this P. O. 
Box Address for Quick 
Check Cards Only 
























































use this FREE 

















CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 



























FIRST CLASS 
PERMIT NO. % 











New York N. Y¥ 

BUSINESS REPLY CARD —_— 
Neo postage necessary if moiled in the United Stotes —— 
POSTAGE WILL BE PAID BY —— 
HARDWARE AGE es 

Post Office Box 60 per 
Village Station — 
NEW YORK 14, N. Y. en 


Postcard valid 6 weeks only. After that use own letterhead fully describing item wonted. 2/27/38 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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HAA 


Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New’ columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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PERMIT NO. 36 


New York N. Y. 
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PACS 


Practically sell on sight 


These attractive merchandise containers 
(polyethylene bags) enhance the lustrous 
finishes of the hardware. Your trade can 
see at a glance the style and the finish, with 
all of the component parts safely intact to 
insure a first class installation. 


Separate compartments 
for screws 


Plated finishes of the hardware are further 
protected from mars or damage by sealing 
the screws into a separate section of the 
plastic bags. 


Label tops of the “pacs” are punched for 
hanging on peg display racks, and a circular 
blank spot is conveniently provided for mark- 
ing prices, etc. 


Only a limited number of products are now 
packed in this new form of “dress package” 
—at no extra cost. For those who desire it, all 
of the National line of Builders’ Hardware 
is still packed in the conventional manner. 





MANUFACTURING CO. 


Sterling, Illinois 





THIS...OR...THIS ? 
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ell 
TANDARD “SAUALITY FOOLS! 


FOR CUSTOMER SATISFACTION! 
Sell the Tools the Professionals Use 


FOR REPEAT SALES.. 


Mechanics, garagemen, homecraftsmen Specify STAND- 
ARD, confident in the knowledge that STANDARD 
QUALITY TOOLS retain their keen cutting edge longer, 
outlive and outdrill ordinary drills ‘“‘many holes to one.”’ 


FOR GREATER PROFITS.. 


With S.Q.T. your customers will recognize your store as 
Headquarters for Quality Tools. Repeat Sales and Profits 
are made possible through STANDARD’S complete line 
of Metal, Woodworking and Masonry Drills packaged 
individually or in sets. All drills have 44’ shanks for elec- 
tric power drills. 


STANDARD makes it easy to SELL! 
a 1S STOP the SHOPPER! 


with this No. HDB-1 
Drill Set Assortment. 


Create ‘‘Impulse Buying” with 
this colorful wall pegboard or 
counter display. Features three 
No. HS-13 and three No. HS-45 
drill sets. 

Attractive, durable white card- 
board with red lettering. Size 
15% high, 1;% deep and 11, 


wide. Packed complete in a carton. 
TANDARD |OOL { 0. Re : 
/ 
3950 CHESTER AVENUE CLEVELAND 14, OHIO 


BRANCH WAREHOUSES IN: NEW YORK - DETROIT - CHICAGO - DALLAS - LOS ANGELES - SAN FRANCISCO 
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Your KEY to Quality and Value... 
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[STAR] 


KEY BLANKS 


-+-0f course! 








Write for your FREE COPY of our 
KEY BLANK COMPARATIVE LIST 


STAIR KEY & LOCK MFG. CO. 








51 South First Street, 
Brooklyn, N. Y. 








brings you 








All-Purpose 
VARNISH SPRAYS... WZ vay 
and promotes them in Reece 4, ; 5 


LIFE 


High-Gloss Varnish 
Spray produces a beau- 
tiful, shiny finish. 
Satin- Finish Varnish 
Spray imparts a rich, 
hand-rubbed tone. 
Cash in on Krylon’s 
exciting spring cam- 
paign in Life by dis- 
playing them .. . to- 
gether with Krylon 
Spray Paints. 


e Fast turnover on a 
40% profit line 


e Eye-catching label... 


winner of C.S.M.A. aero- 
sol award 
e Top quality ... the 


pioneer is still the pace 
setter 


e Best seller colors and 
Crystal Clear 


Sells itself with colorful displays 


No wonder KRYLON is Ist in SALES—Ist in PROFITS 


Call your jobber or write KRYLON, INC., NORRISTOWN, PA. 
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WHAT’S NEW 








One of the greatest advances in 






(Continued from page 84) 


izes that screwdrivers do_ get 


pounded. The Cushion-Core resists 


upward movement of screwdriver 
bar when tool is pounded. The 
drivers are made with full-grip 


handles, have full-size bars of tool 
steel in 3 to 8-in. lengths. Screw- 
driver tips precision 
ground for proper fit in all types of 
slotted screws. The Stanley Works. 
For more data circle No. 22 on postcard, p. 85 


are Cross- 


Powered sulky for lawn mower 

This powered sulky is for cus- 
tomers who want to use their ro- 
tary mower riding mower. 
Sulky is powered with four-cycle 


as a 


Briggs & Stratton or two-cycle 
Clinton engine. Easily attached 


and operated, it gives double-power 





~* 
er 
Tent 
. af S » *, 4 
N SARE Se bALe.4” BE ee 


es... 
source with its tandem hitch. 
Three power controls, plus safety- 
lock give complete action control 
for safe and easy mowing. Hand 
throttle controls engine speed. 
Sulky also has car-type brake and 
clutch pedals. An optional third- 
wheel-and-handle attachment is of- 
fered to convert sulky into handy 
runabout with forward speeds up 
to 10 miles an hour. Lazy Boy Lawn 
Mower Co., Ine. 


For more data circle No. 23 on postcard, p. 85 


Shotgun with side lever 


Sportsmen will be interested in 
this side lever single barrel shot- 
gun with side lever. Known as the 
Topper, it has side lever located 
next to hammer, making it possible 
to open gun for loading and un- 
loading by simple push of thumb. 
Side lever allows comfortable grip- 
ping. Gun cannot be cocked unless 
lever is locked. Other features are 
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esc 8 Modern Packaging 


SCREWS BOLTS HUTS 










Be sure to display... 


ek. sh : 


~ 4 
Si. 


BRILLIANT 
NEW BOX! 


You HAVE to sell screws — so 
why not use this high-profit, 
low-selling-cost method? Self- 
service merchandiser makes it 
easy for the customers to buy. 
Generous quantities in one-price 
clear-plastic boxes give the 
buyer more for HIS money, too. 
Everybody wins! 








DraweRackK witnour soxes 


Nationally Advertised 


at 


TOOL 


ELCO ,znn SCREW CORP. 


T8OO BROADWAY, ROCKFORD, ILL. 





















SEES Tools 













































Aluminum Levels 











New packaging adds extra 
eye-appeal and buy-appeal 


Let’s look at them, one at a time. Take the new “tell and sell” 
packing for the “1200 Line” of pull-push rules. 4 sizes—6, 8, 10 and 
12 ft.—priced from $1.10 to $1.98 retail, in smart new colorful 
pouch punched for pegboard display. 

Stanley Aluminum Levels—No. 313 in 4 sizes—12, 18, 24 and 
28 in.—priced from $5.50 to $9.40 retail, and No. 233 in 2 sizes— 
24 in. at $9.95 and 28 in. at $10.95 retail—are now packed in sales- 
making boxes cut out to show level and plumb vials. Boxes punched 
for hanging. 

Stanley Steel Tapes are packed in a self locking plastic box with 
colorful outer cardboard box die-cut to display tape. 4 sizes—25, 
50, 75 and 100 ft.—priced from $4.29 to $7.29 retail. 

Stanley Carpenters’ Squares are now packed in transparent poly- 
ethylene sleeves with “How to Use Stanley Rafter Squares” booklet 
inserted in sleeve. 11 models available, priced from $3.95 to $9.20. 
All squares packed 3 of a kind in new triangular corrugated carton. 

Order these tools with plus packaging from your wholesaler. 
Stanley Tools, Division of The Stanley Works, New Britain, Conn. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 





This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools + drapery, industrial and builders hardware * door controls +» aluminum windows + stampings « springs 
+ coatings + strip steel - steel strapping—made in 24 plants in the United States, Canada, England and Germany. 








BWHAT’S NEW 








automatic ejection, self-retracting 
firing pin. Weight 5 to 6% Ib de- 
pending on gage and barrel length. 
Model 148 lists at $30.50. Harring- 
ton & Richardson, Inc. 


For more data circle No. 24 on postcard, p. 85 


Riding rotary power mower 
Customers with large lawns to 
cut will want the model 707 im- 





proved Excello 21-in. rotary riding 
mower. Unimatic remote control 
assembly is designed so that throt- 
tle control and gear shift lever are 
on handle at fingertip level. This 
mower will trim to within 34 in. of 
fence or building, and it will turn 
in a short radius. Cutting height 
ranges at 1%, 2% and 3% in. 
Equipped with 3 hp engine, this 
mower lists at $269.50. A 314 hp 
engine is optional equipment. 
Heineke & Co. 


For more data circle No. 25 on postcard, p. 85 


Concrete drill, anchor kit 


A new method for fastening to 
concrete is now offered for hard- 
ware stores to sell to do-it-your- 
selfers. The Red Head concrete 
drill and anchor will cut its own 
way into tough concrete, brick or 
stone in two minutes and then ex- 
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pands to become a permanent an- 
chor for any standard '4-in. bolt. 
Model K-40 kit contains four 4-in. 
Red Heads and expander plugs and 
newly developed chuck for instal- 
ling with ordinary claw hammer. 
Complete kit retails for $1.85. Ex- 
tra Red Heads, at retail, 17¢ each. 
Introductory shipper for dealer in- 
cludes five K-40 kits and back-up 
stock of 3014-in. Red Heads. Phil- 
lips Drill Co. 


For more data circle No. 26 on postcard, p. 85 


Wide range steam, dry iron 
Housewives will find appeal in 
the wider temperature dial band on 
Universal’s Steam ’N Dry iron. The 
wider range of settings accom- 
modates the many new synthetic 
fabrics. Filling and emptying is 
speeded with a new device and the 
cord switches for left handed users. 
The Jiffy switch changes operation 
from steam to dry swiftly. There 
are 13 steam vent holes in this 





$16.95 iron which is part of Uni- 
versal’s Operation Landslide pro- 
motion. Landers, Frary & Clark. 

For more data circle No. 27 on postcard, p. 85 


Tape sealing machine 

Here’s an automatic tape sealing 
machine designed to handle % to 
1%-in. width tapes. The Tape- 
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“| expect a lot 
of calls this | 


Spring for... 


"Stanley’s new 
heavy-duty Sabre Saw’”’ 


“T’ve had plenty of calls already but the way Stanley has been promot- 
ing the new Sabre Saw to consumers and professionals through na- 
tional advertising, I expect an even greater demand this spring!” 

It’s true! Widespread advertising is continuing to create a definite 
preference for Stanley’s new Sabre Saw. But the most important reasons 
why more and more dealers are stocking and selling the H75 lie in its 
proven features. Compare them and see! Stanley Sabre Saws have more 
wanted advantages per ounce than any other make. . 


@ CUTS 2-INCH LUMBER e COOL, COMFORTABLE 
plywood, molding, sheet HANDLE gives precise 





metal, plastics control 

@ CUTS FLUSH tothe wall e EXCLUSIVE COUNTER- 

@ CUTS FAST with 3300 WEIGHT DESIGN checks 
long strokes per minute vibration 

@ POWERFUL CHIP @ HEAVY-DUTY STANLEY 
BLOWER keeps cutting MOTOR for years of 
line clear dependable service 


The H75 with 3 blades, still retails for only The H775 Kit—$69.95—in- 

$54.50—complete in striking display package. cludes saw, 8 blades, rip- 

Your customers receive free ripping guide ping guide and sturdy metal 

til April Ist! Contact your distributor today. ya Ame case. A necessity 
or professionals! 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools » drapery, industrial and builders hardware * door controls + aluminum windows + stampings « springs 
+ coatings + strip steel + steel strapping—made in 24 plants in the United States, Canada, England and Germany. 
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Get fast sales, quick turnover WHAT’S NEW 


and good profits with 





TAYLOR MADE 
CHAIN! 


™™ BBB and PROOF COIL in 
rugged, easy-to-use TAYPAILS 





ae on master No. 70 has a Feed-O-Matic 
aypails wit olor- $ —_ ——— . — a oe 
ended end Saaeaiaas- G7 ; i | Drive with rubber wheel action to 
ured BBB and Proof Coil Su ee Ou | prevent tape from jamming in 
Chain are best sellers with i | mechanism. Precision gear action 
jobbers and dealers every- — / | Wd i 

where. They stack easily cae” soar will let user take as short a length 


for effective mass displays | oe ie of tape as '% in. or as long as 10 
—hold approximately ‘Vas os i. _e ' an lee : 
100 pounds of 3/16”, 3 ar in. in one stroke. Its unbreakable 


1/4”, 5/16” or 3/8” chain. thi water box has double the capacity 
‘Pale J of previous models. This model has 

an unbreakable, rustproof chassis. 

Seal-O-Matic Dispenser Corp. 


For more data circle No. 28 on postcard, p. 85 


TM CHAIN DISPLAY STAND 


A traffic-stopper—a weldless chain department in 
itself. Handy, easy-to-use chain cutter speeds and 
simplifies sales. Stand holds seven reels—occupies 


less than two square feet of floor space. Large ball bearing caster 
The Roll- A-Glide BC 2 is a 
13/16-in. caster which gives true 
Jobbers’ and dealers’ salesmen are picking up good TM Chain | ball bearing action. Features a 
orders regularly from all types of industry. They’re selling | large ball that rolls smoothly on 
everything from famous TM Triple-Safe Alloy Chain down to ; ‘Bi ' 
; aa . + ee ' nine smaller balls to give good use 
No. 22 Jack Chain and the full line of TM Chain attachments. 
Taylor Chain’s 84-year reputation for quality chain...a com- ie: all surfaces. It is made of spe- 
plete and effective assortment of sales promotion material, and 
Taylor’s hard-hitting national advertising in Business Week, 
Steel and a host of other top trade publications, are factors that 
speed turnover—boost your profits. Get started with this alert | nergy dicgetrsasss A { 
and progressive company right away— write today for details. | Ball Bearing Casters 
| ) Hammer like 3 nai/ 


a FURNITURE 0. LEGS 


Repair Link 
S . # | : | | 
cially hardened steel to permit di- 


Clevis Grab Hook Grab Hook Cold Shut Connecting Link rect hammering of caster to all 
types of furniture legs. Packed 
Cho . ~ y If a te 1/7 ¢ four to a card, these casters list at 
in 18 our spectalty, not our sideline, fou ee, SOS Ca 
59¢. American Tack Co. 
For more data circle No. 29 on postcard, p. 85 


Mid Contact your nearest jobber! . ‘ 2 
Nit MADE Lightweight 22 rifle 
S.G. TAYLOR CHAIN CO., INC. 


A GREAT NAME IN Plants: Box 509, Hammond, Indiana Sportsmen who want a light- 


e 3505 Smaliman St.; Pittsburgh 1, Pa. weight 22 caliber rifle will be cus- 
SINCE 1873 tomers for the Remington model 


572 Fieldmaster slide action which 
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COLOR DISPLAY 
% It’s the key to more profit in plastic housewares! Two 
Use wre’ Ghee | . 
SEWR years’ experience with mass color displays proves: 

© Average sales are tripled 

© More matched sets are sold 

¢ More featured colors are sold 


© More of every color are sold 
PLAS-TEX Color Packs make color display easy. 


Free mats, window streamers, color easels are avail- 
able for a 100% merchandising job. 


Write for our free merchandising brochure which shows with full color 
illustrations how to build profits with PLAS-TEX. 


THE PLAS-TEX CORPORATION - 2525 Military Avenue - Los Angeles 64, California 








<So * pe 
= Guaranteed by ” 
Good Housekeeping 
” te, 
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$895 retail 


HERE’S A GREAT NEW ITEM to intrigue every 
homeowner— the HAWS Fountainette—a com- 
bination smooth-flow tip and drinking foun- 
tain. Flip the lever, and up spurts a handy 
drinking bubbler stream. Flip it again, and it 
acts as a smooth-flow tip. Screws easily onto 
most standard aerator home faucets.* An at- 
tractive display carton catches the shopper's 
eye — a Short message sells the Fountainette. 
And, best of all, it's made by HAWS. . . recog- 
nized leader in drinking facilities since 1909. 


Price-Pfister, Repcal, etc. 


Write for 
illustrated 





WHAT'S NEW 


weighs only four pounds. Offered 
in two shades, buckskin tan and 
crow-wing black. Both have stocks 
and fore-ends of sun-grain walnut 
checkered for positive handling. 
Stock has half pistol grip and butt 
plate grooved to prevent slipping. 





Ss NR 











* by American Standard, Chicago, Crane steed ens men om 2 trigger is 
; Flip the lever... and drink! pressed while action is being closed. 
This gun has special straight feed 
_ channel in barrel extension to bring 
DRINKING FAUCET COMPANY 


information sheets. 








cartridge into loading position to 


1439 FOURTH STREET + BERKELEY 10, CALIFORNIA prevent shaved bullets. It has posi- 





‘i tive single loading through the 





The 
all-purpose 
primer 
and sealer 
for your 
paint line. 


s 
At all 


Good 
Jobbers. 
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ejection port. List price, $62.25. 


Remington Arms Co., Inc. 
Sell The B E S T | Fer mere data circle Ne. 30 on postcard, p. 85 
. | Heavy-duty rotary mower 
in BLISTER ant PEEL Homeowners with large lawns 


will be customers for this heavy- 

| duty Homko Bearcat model RF-22 

PROTECTION ] | rotary mower capable of cutting 22 

. | in. of grass in one sweep. Height 

| adjustment is set by raising or 

| lowering wheels. Special steel pro- 

 jecti s s rond 

FIRST... | jection bars extend wheels bey 
| 


e — 


a= 


PROVEN IN You'll want to know aii 
THE FIELD about X-Il-M FLASH 


FOR MORE BOND, what it can do, 
THAN how if fits in with your 
. 20 YEARS! line. Send coupon today. 



























| 
H. FORSBERG CO. HA-I8 
oF 5107 Lakeside Ave., Cleveland 14, Ohio : | 
Yes, | would like to have a copy of your X-33 circular prepared 9 
g exclusively for dealers, without obligation. : 
a 
5 Name : 
: | 
5 Street : frame to allow this adjustment 
: City Zone State s without turning mower over. 
8 Meade In Canada for Canadian Use—Represented in Canada by: : , as sj isch: hute. 
' DOUGALL'S SUPPLY LIMITED, 807 Bathurst St., Toronto. eid Mower has side discharge ¢ 
: Distributed in Hawaii by: THE GLIDDEN COMPANY and BADER'S , | Swing-away flexor blade snaps 
SUPPLY HOUSE LIMITED, Honolulu. : 
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Americas Favorite Calking Loads 


Now comes to you in 
these handy convenient packs 











Now shipped in 12-pack or 24- 
pack, M-D Speed loads are 
available in Off-White or White 
colors, with or without plastic 
nozzle. Off-white load without 
nozzle shipped unless specified. 
Freight prepaid and allowed on eS ri an Meets 
orders of four 24-packs (96 loads) ey - Federal 
or more. Remember to order in ’ , Specifications 


» eals crack? | multiples of 12 or 24. ~ TTC-598 (Grade 1) 
" ' 
eceoeeeeee : SuUund win 


t me 
‘d Door Fre 





CG-4 SPEED LOADER Baw CG-3 STANDARD 


GUN GUN 
A sturdy, light weight gun that Barrel-type gun for bulk use or 
works easily with all cartridge with loads. Furnished with %” 
loads. nozzle, 


MACKLANBURG-DUNCAN CO. 


P.O. BOX 1197 @ OKLAHOMA CITY 1, OKLA. 





WHAT'S NEW 








COMBINATION 
(Can't Miss) 


other obstructions to save crank- 
shaft from shock damage. Equipped 
with 23, hp, 4-cycle Briggs & 
Stratton engine with single finger- 
tip throttle. Western Tool & Stamp- 
ing Co. 


For more data circle No. 31 on postcard, p. 85 


Hardware Week 
SPECIAL...HS 158* 


Downspout water diverter 


Customers with erosion prob- 
lems under their downspouts will 
7 different colors, Nickel and Brass. be interested in this unique di- 


6 sizes. 5-to-a-card or in 
boxes of 100. 


Handy self-screw all purpose 
PM) hook in bright plated finishes. 
2-to-a-card or 

in boxes of 50. 


Ly, 


verter. Rain-Vert slips on the end 
of a downspout and easily slips off 


again for cleaning. Standard gar- GREAT NEW DISPLAY 
den hoses can be attached to carry — ENT Tara ee) — - | 


rain water to shrubs or storage RETAIL 


anks cnet es 8 5% oz. tubes 
WING NUT: tanks. Permanent or temporary DURO PLASTIC ALUMINUM (SPA-1) $8.00 
installations can be made with the 4 4 or. tubes 
Bright rustproof finish .. -| unit which is available in 3 in DURO PLASTIC RUBBER (PR-1) 4.00 
4 popular sizes . . . boxed . . 1 Special 
round rectangular models. The 


in an attractive counter 
display. Also available in : | WIRE DISPLAY RACK 1.75 
durable unit also has surge holes | 1 3-color 


bulk or packaged 100-to- 
a-box in a com- , ; 
which prevent water from backing ory Cone eer N. C 
. > . with 2 sample applications « \e 
up into the spout. Retails for about S12 7c 


plete range of 
thread sizes. 
inate otro RETAIL VALUE $13.75 
es: ee are : YOUR COST ONLY $6.60 
For more data circle No. 32 on postcard, p. 85 


CAP NUTS 


Attractively finished and packed | 
in a self-selling counter display 
assortment in 4 popular | 
sizes. Also available in bulk | 
or in boxes of 100 in all | 
thread sizes. | 


BIGGER PROFITS 


Lacquered Brass, Nickel, | 
Chrome or Bright lridite | 
Finish in boxes of 25 with | 
2 flat head steel screws | 
per hook. 


GRIES 


Unbreakable housewares 


Homemakers interested in color- 
ful housewares will be customers 


FF i, original (OURO) 
PLASTIC ALUMINUM 


**Metal in Putty Form"' in big 51/2 oz. tube 





cs — ) 


a 


Jobbers: Write now for prices and 


catalog sheets on GRC's full line of money-making 
hardware items, including DRAPERY RINGS, SCREEN 
& WINDOW HARDWARE, DRAIN COCK KEYS. 


Dealers: See your jobber salesman for immediate 
delivery on these and other 
GRC hardware items. 


World's foremost p,oducer of small die castings 


161 Beechwood Ave., New Rochelle, N. Y. 
. NEw Rochelle 3-8600 


96 








PLASTIC RUBBER 


Amazing Latex Rubber in Putty Form 


ORDER FROM YOUR JOBBER 


“Originators and World's Largest 
Mfrs. of Plastic Metals’’ 


WOODHILL CHEMICAL CO. 
1390 E. 34th St. © Cleveland 14, Ohio 
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Mr. W holesaler 


There can be a good profit 
in Industrial Hardware 


Not this way 


Buying from 10 
sources means seeing 
10 salesmen 


10 times as many 
invoices, typing, 
bookkeeping, 
telephoning, 
telegraphing, 
trouble. 


Why try it the 
Hard Way 


THIS WAY 
a 


ee 


- 


Buy from 1 source 
that offers a complete 
line. See 1 salesman 


=a 


1 invoice, 

1/10 as much 
typing, 
bookkeeping, 
telephoning, 

1/10 as much trouble. 


This is the 
Practical Way 


Send for new Catalog #259 and start 
holding on to some of your profit. 























NORTH & JUDD 


Manufacturing Company 


New Britain, Connecticut 


WHAT'S NEW 





for a new _ unbreakable plastic 
wastebasket and a beverage pitcher 
in the Plas-Tex line. The 15-qt 
wastebasket has round, rolled rim 
for easy handling and emptying. It 
is 1014 in. in diameter and 141 in. 
high and is offered in seven colors. 
PT-602 lists at $1.98. The 2%-qt 
pitcher has tight-sealing lid to 
keep beverages cool and has built- 
in ice retainer for convenient pour- 
ing. Offered in four colors with 
white lid and trim. PT-760 lists at 
$1.98. Plas-Tex Corp. 


For more data circle No. 33 on postcard, p. 85 


Plastic lawn edging in green 


Home owners who want neatly 
edged lawns will buy this vinyl 


plastic lawn edging finished in 
green. It is offered in 25 and 50-ft 
lengths, 4 in. wide, packed in at- 
tractive corrugated box. Supplex 
Co., Div. of Amerace Corp. 


For more data circle No. 34 on postcard, p. 85 


Clear home floor polish 
Housewives will want this new 
Klear self-polishing polish with 
clear protective film that will not 
turn yellow. Made with Plexon, a 
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new chemical, this polish is resis- 
tant to water spotting and scuffing. 
[It dries with high gloss. Floors sur- 
faced with this polish can be main- 
tained by damp mopping with clear 
water. Soap and water will remove 
Klear when needed. Retail prices: 
59¢ for 12 oz size, 98¢ for 22 oz 
size. S. C. Johnson & Son, Ine. 


For more data circle No. 35 on postcard, p. 85 


Portable home room cooler 
Customers will want this unit for 


home or office use. Three sizes will 





B1990 
large size model has two-speed mo- 


fit any room requirement. 


Other units 
medium-sized twin 
B1220 = (illustrated) 
spot cooler for smaller rooms. All 
three units may be used with water 
as coolers, or without water as air 
circulators. Wright Mfg. Co. 


For more data circle No. 36 on postcard, p. 85 


tor for Hi-Lo cooling. 
are B1660 or 
blower and 


Gold ring decorated carafe 
Introduced as a Hardware Week 
special this 8-cup Pyrex brand 





carafe will retail at $2.88. It has a 
22-karat gold ring decoration. Can- 
dle warmer is of cast iron with 
clock motif. Corning Glass Works. 
For more data circle No. 37 on postcard, p. 85 


(Resume reading on page 16) 
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INHERENT IN HARDWARE by R-W 








The R-W line of hardware 

includes the following 

products: 

® “"LOCK-JOINT” Track and 
Hangers for doors of all 
sizes and weights. 

® R-W Weatherproof Barn- 
door Track and Hangers. 


Latches, Hasps, Door 
Bolts, Flush Pulls, Door 
Handles, Stay Rollers, 
Binders and Floor Guides. 


Hinges in a broad assort- 
ment of types and sizes. 
Studding Sockets. 
Complete hardware sets 
for sliding doors. 


® Complete line of Fire Doors 
and Fire Door Hardware. 

® industrial Doors and 
Hardware of all types. 


Electric Operators for all 
types of doors and gates 

.. whether they swing, 
slide or fold. 


for complete information. 
Request Catalog No. 100-R. 





MANUFACTURING COMPANY 














Quality is a much used word... often a much mis-used 
word. Products, of any type, have to be designed and 
manufactured to rigid standards to earn the ‘quality’ 
label. In the heavy-duty hardware field, one brand has 
earned and retained the ‘quality’ label for over 77 
years...Richards-Wilcox. This reputation has been 
earned only through R-W's years of ‘‘designed-for-the- 
job" engineering and rugged construction which assures 
that an inherent quality is ‘built-in’ to each piece of 
R-W hardware. This “quality” will ‘pay-off for you, 
too... yes, for steady turnover, top profits and complete 
customer satisfaction...... sell R-W hardware .....the 


QUALITY LINE at the RIGHT PRICE. 























INDUSTRIAL a FIRE DOORS — 
DOOR HARDWARE 

ELECTRIC OPERATORS 

Made for cach sther 


"4 seated 
ane 


310 W. THIRD STREET e AURORA, ILLINOIS 


Branches in Principal Cities 


“A HANGER FOR ANY DOOR THAT SLIDES’” 





99 








< 
= 
> 
bas 
fe 
0 
rg 
* 
bbs 
©) 
x 
a 
oe 
: 
=) 
0 
> 


ELECTRIC 
GENERATING 


PLANTS 





GASOLINE 


ENGINES 





ELECTRIC 
PORTABLE 





MOWERS 


made by PIONEER GEN-E-MOTOR one] 1.20). 7- Bele), 


5841 West Dickens Ave., 


TO HELP YOU SELL 
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(Continued from page 16) 


through May 31 will attract house- 
wives. Feature will be a four-place 
setting at $2.88 retail in turquoise 
or white, and at $3.88 in any of 
three Color-Flyte patterns. A 16- 
piece starter set will be promoted 
at $11.48 in the two solid colors and 
at $14.88 in patterns. The 34-piece 
sets feature eight place settings 
and salt and pepper shaker for 
$22.88 in turquoise and white and 
$29.88 in each of three color pat- 
terns. Regular retail values of these 
sets are $27.40 and $57.05 respec- 
tively. Lenox Plastics, Inc. 

For more data circle No. 38 on postcard, p. 85 


Enamel sold in spray cans 
Do-it-yourselfers or professional 


painters will want this spray-on 


SPRAY 
ENAMEL 


enamel or lacquer. For use on most 
interior or exterior surfaces it will 
produce: a finish which is_ hard, 
durable and resistant to chipping 
and fading. Spray nozzle is cleaned 
by tipping can, pressing nozzle. 
Twenty-four 16.4 oz cans are 
packed in a display carton. Sixteen 
shades or types are offered. Minne- 
sota Paints, Inc. 


For more data circle No. 39 on postcard, p. 85 


Electric alarm display 

This eye-catcher display is the 
Profit Pak designed to attract cus- 
tomers who want compact, low- 
priced electric alarm clocks. It 
takes counter space 414x133 in. 
and is packed free with two antique 
white finish. Little Snooz-Alarm is 


WARES VERX 
+972 vow imowee 


SP orrce re 
5 ‘See 


ror 


the company’s newest clock. The 
smallest, lowest priced Snooz-Alarm 
is in antique white at $5.98 retail, 
and in dawn gray with luminous 
dial it is $6.98 retail. The clock 
measures 3°4X3°%x2%4 in. General 
Electric-Telechron. 


For more data circle No. 40 on postcard, p. 85 


Display unit for candles 

The Emkay self service merchan- 
diser will attract homemakers. It is 
made of corrugated board and can 
be quickly assembled. Shelf will 
hold large assortment of Emkay’s 
Wedge-Grip dinner candles in packs 
of two. Step-up arrangement of 
display gives excellent visibility of 
merchandise. Rack 489 measures 
211%4x17™% in. and stands 4% ft. 




















— 


high when assembled. Emkay can- 
dles. 


For more data circle No. 41 on pestcard, p. 85 


Spring promotional packages 
As part of the Hamilton Beach 
spring promotional packages bak- 
ers’ dozen will be offered dealers 
on electric fry pans, Liqui-Blend- 
ers and electric food grinders. A 
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Want more LUBRICANT SALES? 

























STOCK NEW 
( Luba Spray | \ More than 
| >», im, All-Purpose, Graphitoid | 
ow, innew,  —e ™fe Me DRY LUBRICANT | 
erg ‘cial (ete, Ng ' | Ju st d 





tapered nozzle. Big, 2 7 
handy closure cap. 


~~ 


Pine Vise... 


=== _==~| STAINLESS * GREASELESS * ODORLESS 
it EE 
EE = Perfect for METAL ® WOOD 

a , E& Ss LEATHER on RUBBER © PLASTICS 











Wherever there’s a squeak ... 
a pe regen. whenever something sticks ... 
olds plastic puffer ; - mecinas . 
a Sc: aon ae you've got a prospect for LUB- | 


size. Colorful, attractive, A-SPRAY! And that’s just about 












fast-selling. everywhere! Home — Office — 
— G2 Auto — Shop, they all need 
ae Le LUB-A-SPRAY. It’s cleaner ... 
—F handier ... better in every way. —- 
: A Bic Prorit IMPULSE ITEM! = 
7 Order LuB-A-SPRAY today. = 
New L-400 Display Ask your jobber about these BETTER- ecu 
Holds 6—3 Oz. re- SELLING lubricants, too! = 
setae cccgetie: ~—-«(LUB-A-GRAPH_ ® PANEF OIL 
play. Big profit-maker! LUB-A-KIT ° LUB-A-CABLE 


PANEF MANUFACTURING COMPANY 


102 E. WALNUT STREET © MILWAUKEE 1, WISCONSIN 


Be et a a 








Misssbdee 


Yoke or Chain Vises 
Ve" to 6” capacities 
Bench, Stand, Post or Kit 


SERVICE SHARES 


FULLY GUARANTEED AS TO QUALITY, FIT AND FINISH 





Patterns are available for practically all plows, listers, 
middlebreakers in No. 1 soft center or No. 2 crucible 
steel of the highest quality obtainable. Also, we are 
now producing a new line of Star Blade-Type Plow 
Shares — in regular and short patterns — made from 
solid steel, rolled to our own strict specifications, and 
automatically heat treated for maximum strength and 
wearing qualities. You'll want complete details now. 








Pipe Vises big sellers 


Rieti LonGrip jaws take a firmer grip on 
STAR MANUFACTURING COMPANY | pipe—and without chewing it up. Most of 
| these vises have handy work-tray bases, pipe 
| rests and pipe benders, doing more than merely 
| holding pipe. Order a stock of these fast mov- 

ing RIfAlID vises from your Wholesaler today! 


DIVISION OF ILLINOIS IRON & BOLT CO 
CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 1873) 
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Introducing a complete line of quality bolts 


engineered by Cleveland. . 


Cleveland now offers a quality line of standard bolts in a 
full range of sizes. The new line includes square head 
machine bolts, carriage bolts, lag bolts, and plow bolts. 

Our complete line of fasteners now includes bolts, cap 
screws, set screws, socket screw products, self-locking 
screws, and special headed and threaded products made to 
custom specifications in the size range of 3/16 through 2'2 
in. diameters. We thus give users the important advantage 
of a single source of supply for major threaded fastener 
requirements. 

Because we have the widest range of Boltmaker sizes in 
the world, we can supply many bolts cold forged. This 
method of manufacture assures uninterrupted grain flow 
in heads, finer finish, and high tensile strength and fatigue 
limit. Our unique new 1/4-in. Boltmaker, largest of its kind 
in Operation, enables us to completely cold forge square 
head machine bolts in diameters of 34, %, 1, 1%, and 1% 
in. through 10 in. long. 

Cleveland standard bolts are made of low carbon steel, 
but can be furnished in high carbon and alloy steels to 


. the cap screw specialist 


order. Bolts not of standard dimensions and types can also 
be supplied on special request. Our mass-production facil- 
ities insure quick delivery of bolts in case, full truck, and 
carload lot quantities. 


Write today for complete information, samples and prices 





BOLT PRODUCTS 
Square Head Machine Bolts 
Full size body, cut thread Y% in. dia. x % in. long through 1% in. dia. x 30 in. 
Undersize body, roll thread Y% in. dia. x % in. long through % in. dia. x 6 in. 
Carriage Bolts 
Full size body, cut thread 
Undersize body, rol! thread 
Lag Bolts 
Square head, gimlet point 
Piow Bolts 
#3 head, regular and repair 


RANGE OF SIZES 








#10-24 dia. x % in. long through % in. dia. x 20 in. 
#10-24 dia. x % in. long through % in. dia. x 6 in. 





Y% in. dia. x 1 in. long through % in. dia. x 16 in 





Sg in. dia. x % in. long through 1 in. dia. x 3% in. 








Note: Larger diameters and longer lengths made to order. 
Can also be furnished in high carbon and alloy steels. 


We maintain complete stocks of regular square nuts and finished 
and semifinished hexagon nuts, “s through 2'2 in. diameters. 


THE CLEVELAND CAP SCREW COMPANY 4444-33 Lee Road, Cleveland 28, Ohio 


WAREHOUSES: Chicago e Philadelphia « New York e Los Angeles e San Francisco 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





utensil 


kitchen set at no extra 
charge will be offered with con- 
sumer purchases of fry pan and 
cover. Model 7FM food mixer and 
JM Mixettes are also being offered 
as promotional specials. In the 
cleaner liner the list price of the 
new model 35 canister cleaner was 
reduced to $69.95 on Feb. 1, and 
Model 28 tank cleaners were re- 
duced to $59.95. Hamilton Beach 
Co., Div. of Scovill Mfg. Co. 


For more data circle No. 42 on postcard, p. 85 


Fish hook remover display 


Customers can try the Hookout 
right at your counter with this eye- 
catching display. Six Hookouts are 
packed in each colorful display. 


One tool has a sales message, chain 
and screw eye for installation at 
Display 


the counter. boxes are 





packed eight to a shipper, four 


dozen. Ardmore Specialties. 
For more data circle No. 43 on postcard, p. 85 


Spray type enamel, lacquer 


For the professional painter, or 
do-it-yourself fan, 18 shades or 

















each use. 
this 
and can be applied on most interior 
or exterior surfaces. 
merchandiser holding 24 cans. Chi- | 
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types of spray-on enamel and lac- 
quer are offered in a spray top can. 
Spray nozzle applies finish smooth- 
ly, and can be quickly cleaned after 
Offered in 16.4 oz cans | 


finish is hard, long-wearing 


Packed in a 


Namel Paint & Varnish. 


For more data circle No. 44 on postcard, p. 85 


Lawn mower display cards 


Here’s one of three new two- 
color die-cut display cards which 





mount on mower handles for point- 
of-sale impact. Each display card 
highlights one of three big features 
of the Johnston 1958 power mower 
line. The card shown is for the 
Johnston Velva Trim Mower. Dis- 
plays create a three-dimensional ef- 


fect by pop-out panels. Johnston | 


Lawn Mower Corp. 
For more data circle No. 45 on postcard, p. 85 


Marine products packaging 


U. S. Coast Guard approval and 
other quality sales points are em- 
phasized on the packaging for Dry- 
back’s 1958 line of life vests and 
boat cushions. The clear polyethy- 
lene packaging can be used on per- 
forated paneling or for counter dis- 
play and they keep the items clean 


103 





























































Fast turnover 
with the home repair 
eo} meleleloramdal-tamad <1 
e}m-Coadior-tiham- tah aseliare 


ENIT 


Me 


NEW HANDY HOME KIT $.98 


also available In $1.89 and 
$3.95 retail packages. 


FREE displays and 
sales aids available 


“PLASTIC STEEL is the reg. trade 
mark for Devcon Corporation s 


metallic molding and filling compound. 


ORDER FROM YOUR 
WHOLESALER OR WRITE 


DEVCON CORPORATION 


10) 0M —taleilete)im-jig-1-3 
Danvers, Mass. 





SUGGESTED 
RETAIL 

$2.44 

2.76 


No. 22—!/2" pipe 
No. 24—34" pipe 


SUGGESTED 
RETAIL 


No. 26—%4"" pipe $3.86 


* Threaded fixed head for permanent 
clamping 


* Sliding Jaw moves to any position 
* All metal. Finished in Blue Enamel 
* Nickel plated main screw 

Pipe Not Included 


QUICK 
ACTION CLAMPS 


SUGGESTED 
RETAIL 


$3.42 
3.46 
3.60 
3.78 
3.94 
4.34 


No. 33—6" 

No. 33—8" 

No. 33—12" 

No. 33—1!8" 

No. 33—24" 

No. 33—36". i 
Designed for speedy operation 
Stee! beam (I"' x 5/16") 
Movable jaw will not slip 
Finished in red enamel 
Nickel plated main screw 
/,"" Acme thread screw 
Sliding crosspin for close operation 

Dealers are doing a big job with B&C 

clamping fixtures. Easy sale, low cost and 

B&C quality can mean bigger sales for 


you, too. Get the facts, see your jobber, 
or write. 


THE 


BRINK & COTTON 


MFG. CO. 


33 POLAND STREET «© BRIDGEPORT, CONN. 

















TO HELP YOU SELL 





and saleable. A color catalog is 
available. Drybak Co. 


For more data circle No. 46 on postcard, p. 85 


Carriage, stroller catalog 


The 1958 Siebert Future Flair 
20-page catalog describes and il- 
lustrates 19 baby carriages de- 
signed for smoother riding than 
previous models in the line. Stroll- 
er-walker-sleeper combination units 
are shown together with high 
chairs, feeding tables, car beds, 
auto seats and velocipedes. Other 
items pictured are trainer bikes, 
doll carriages and strollers, trea- 
sure chests and _ rocking doll 
cradles. O. W. Siebert Co. 


For more data circle No. 47 on postcard, p. 85 


Reflector sign display unit 

A variety of ready-made three- 
color luminous Hy-Ko signs can be 
displayed in this 9% x 10 x 8-in. 
display stand. Unit is free with 
each 5-dozen assortment. Stand will 
hold 15 dozen signs, divided into 
five compartments. Stand, made of 
strong rustproof wire with baked 
enamel finish, is topped with three- 
color luminous display sign. Back 
of sign lists complete Hy-Ko sign 


MOST WANTED 
TEPES oe. 


————— eS 


Seer Stoel 
MACHINISTS’ CHESTS 


3; QUALITY 
™ ao 


UNION has done it again! Here now in sturdy, 
streamlined steel are two chests which offer 
the ultimate in design, ultra-modern appear- 
ance, rugged construction, increased capacity, 
easier accessibility and 100% utility for ma- 
chinists, tool and die makers, aircraft and 
auto mechanics, millwrights, skilled techni- 
cians, etc. 





MODEL MT-3 (above) 
3 full width drawers and till 


Overall size (both 
models) 2042" x9" x14” 


MODEL MT-7 (below) 
7 drawers and till 





-drawn seamless reinforced cover... 
ti girder bottom L cenemaggg 
Non-sag drawer and till bottoms . . a 
extension drawer gliders oe m4 
stop... Easy-to-clean porcelain-t A 
ish .. . Felt-lined drawers and ie 


King-size dimensions. 











JOBBERS! DEALERS! 


Cash-in on the tremendous demand for these 
fast-selling items. Place your stock orders 
now! Literature and prices on request. 


2 
pu= 
STEEL CHEST CORP. 


LEROY, NEW YORK 





UNION 
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LOOK FOR THIS 
AD IN... 


Farm Journal 
Progressive Farmer 
National Future Farmer 
The Timberman 
Southern Lumberman 
American Forests 
Journal of Forestry 
(and others) 





n 
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Here's more advertising power to help you sell! 


MORE CHAIN POWER IN 5-HP 
CLASS. New Golden ‘“Logmaster’’ has 
Roller-Bearing nose, direct drive, 18”, 24” 
and 30” bar sizes. Engine weight 22 Ibs. 
Retail price from $285.00* complete. 


MORE CHAIN POWER IN 3-HP 
CLASS. New Silver “Logmaster’’ has 
Roller-Bearing nose, direct drive, 18”, 24” 
and 30” bar sizes. Engine weight 21 Ibs. 
Retail price from $229.00* complete. 


Remington 


MALL TOOL COMPANY 
Division of Remington Arms Company, Inc., Bridgeport, Conn. 
In Canada: Mall! Tool, Ltd., 36 Queen Elizabeth Bivd., Toronto, Ontario 


*Specifications and recommended retail prices subject to change without notice. 
Canadian prices slightly higher. 
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Now another hard-hitting advertisement featuring 
the extra chain power of Remington saws. Your cus- 
tomers will read about the original Roller-Bearing 
nose that cuts friction . . . delivers up to 20% more 
usable horsepower—an unbeatable sales story for 
you! Product quality, advertising support and com- 
plete local service... Remington chain saws have all 
three. Mail the coupon for complete information and 
names of wholesalers near you! 

SEND FOR FREE CATALOG (designed to be given to pros- 
pects. Includes specifications and recommended retail 
prices on the complete Remington line of chain saws. 





MALL TOOL COMPANY 
Division of Remington Arms Company, Inc. 
Bridgeport 2, Connecticut 

} Please send names of my nearest chain-saw 
wholesalers. 
(] Please send copies of FREE chain-saw cata- 
log with prices. 

Name 





Store Name 





Address 
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City 








Southwestern 


PLASTIC PIPE 


from laboratories to 
ENGINEERED 
APPLICATION 
on your job... 


| What Engineered Application 
means to YOU: 


Research And Development 
i , A fully-equipped laboratory; 
rigid quality control; constant 
experimentation in new types 

& broader uses of plastic pipe. 


Fifty Years’ Experience 


A half century in the manufacture 

of pipe. Organized by the founders Wir Ca 
of Jexas Vitrified Pipe Co. and the ° 
Cannelton (indiana}/ Sewer Pipe Co., ig 
Southwestern is a pioneer in the l 
plastic pipe field. , 


Complete Product Line 


All standard sizes in our five 
lines; SOUTHWESTERN 
— fei » Kralastic, PVC, Polyethylene, 
ai) Butyrate, Chem-Weld Drainage 


Soh Y 


Pipe, and fta//ored dimensions in 
all lines to meet specific needs. 


Engineers on Call 

A trained staff of APPLICATION NY 
ENGINEERS is on call to con- {\-% 
sult with you in your pipe needs. 


Call, write, or wire for 
information and prices 


“Use Southwestern ..to be sure” 


SAN KZ 


ES wanuracturen vas 
Southwestern 


ad OP | Ol od | od —O O72 OP 


P.O. Box 117 « Mineral Wells, Texas 
Phone FA 5-3344 








TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


wordings, of which there are more 
than 80. Dealer may select up to 
20 different signs to make up his 
order. Hy-Ko Products Co. 


For more data circle No. 48 on postcard, p. 85 


Serving tray display rack 

To attract customers who like to 
entertain, or want a gift item, this 
cadmium-plated display rack shows 
nine dozen Harvell trays. Display 
takes counter space 18x27 in. Dis- 


play design and nesting character 
of trays keeps stock neat and or- 
derly. Harvell Mfg. Corp. 


For more data circle No. 49 on postcard, p. 85 


Soldering iron catalog 

This eight - page publication 
GED-3553 has case histories and 
data on savings made by use of GE 
electric soldering irons. Catalog 
gives features of irons including 
light-weight, calorized and iron- 
clad tips and tubular heater. Gen- 
eral Electric Co. 


For more data circle No. 50 on postcard, p. 85 


Revolving power tool display 


Carpenters and home workshop 
fans will be attracted by this see- 
through display featuring the en- 
tire Shopmate power tool line. Dis- 
play revolves on base and can be 
used in window or on a table. 
Display is 36 in. high and has tri- 
angular shaped base 24 in. on each 
side. Display can show six large 
power tools: two power saws, '%- 
in. drill, *-in. drill oscillating 


sander, and a jig saw plus all ac- 
cessories. Accessories can be shown 
on 9x23-in. perforated board panel. 
Display is finished in royal blue, 
black, and white, with natural fin- 
ish wood shelf. To prevent pilfer- 
age, cords are stored in base of dis- 
play and fastened together with U- 
belts. Portable Electric Tools, Inc. 


For more data circle No. 51 on postcard, p. 85 





NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





Brochure on safety ladders 

Pyramid design safety step lad- 
ders for business and industrial 
use are shown in a 20-page two- 
color brochure. Thirty-five new 
models for working heights up to 
15 ft are shown and described. 
Other Ballymore ladders, hydraulic 
lifts and fixed .or adjustable-level 
work platforms are illustrated and 
described. Ballymore Co. 


For more data circle No. 52 on postcard, p. 85 


Revolving bin storage unit 


This seven-level revolving bin 
unit will solve space and time prob- 
lems for busy dealers and encour- 
age customer selection. Shelves re- 
volve in either direction on ball 
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bearing rollers. Each shelf is sta- 
bilized to prevent sagging when 
unevenly loaded. Broad base pre- 
vents tipping. Offered in four or 
seven-shelf models, each shelf has 
five permanent dividers. Up to five 
additional dividers may be added 
to make more compartments in 
each level. Seven-shelf model is 34 
in. in diameter, 37 11/16-in. tall. 





Finished in green baked on enamel. | 


Lyon Metal Products, Inc. 


For more data circle No. 53 on postcard, p. 85 | 


Brochure on hand trucks 


More than 30 two-color photo- 
graphs of Fairbanks steel-framed 
two wheel and platform hand 
trucks are shown in a six-page bro- 
chure. Brochure gives construction 
features, applications and basic 
specifications for each of five types 
of Commander steel-framed plat- 
form trucks and 15 types of Series 
9000 steel-framed two wheel hand 


trucks. Also shows Lift-Jack plat- | 


form trucks, all-wood platform 
trucks, dollies and all-steel two- 
wheel hand _ trucks. Fairbanks 


wheels and casters are also de- 
scribed. Fairbanks Co. 


For more data circle No. 54 on postcard, p. 85 


Four sided merchandiser 

You'll get more display area per 
square foot with this attractive 
merchandiser. The Master Mer- 
chandiser features the Spacemaster 





frame, two 
shaped end frames and diamond 
perforated metal shelves with con- 
tinuous ticket channels on the front 


center new square 


edge. Shelves can be set at any 
angle to 90 degrees and can be 
placed on all four sides at one inch 
intervals. Overall size of the unit 
is 30 x 60 in. Accessory sets avail- 
able include an extension panel set, 
end shelf sets, and a complete se- 

































































You pay less ... sell more 
to everybody when you buy 





NEW Wessel Stack Paks 


They're here! The all-new Wessel 
self-service, visible Stack-Paks fea- 
turing most-wanted Wessel special- 
ties in Polly Paks. Real traffic 
stoppers that invite shoppers to feel, 
examine, BUY. Dealers, coast to 
coast, call Wessel Stack Paks big- 
gest of ALL merchandising aids to 
impulse sales, to greater turnover, to 
larger profits! 

Sturdily built to stack one upon 
another on counter or floor. 
Each measures only 12% x 74%— 
provides widest assortment in small- 
est space. Labeled to quickly de- 
scribe and price contents for easy 
selection. 
























Order these Wessel economy Stack 
Paks from jobber today—at a sav- 
ing. Avaliable now in Stack Paks 
are coat and hat hook, sash fas- 
tener, bar sash lift, 3” door stop, 
flexible door stop, handrail bracket 
—150 pieces to each Stack Pak. 

STACK PAKS COST YOU 
LESS BECAUSE THEY SAVE 
YOUR JOBBER HANDLING 
AND SHIPPING COSTS. ORDER 
THEM TODAY. 


WESSEL HARDWARE CORP. 
919-931 North 5th Street 
Philadelphia 23, Pa. 

In Canada: Geo. S$. Hall Co. 
25 Grenville St., Toronto | 
Export: Hall & Reis, Inc 
165 Broadway, New York 6 
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vailable Now !! 


NEW — AUTHORITATIVE — COMPLETE 


HARDWARE AGE 


BUILDERS’ HARDWARE 
HANDBOOK 


by Adon H. Brownell, A. H. C. 


i 


ae a 


All the basic facts about Builders’ Hardware presented in 
simple, easy to understand language. 


VUE TURRET TULL 


Detailed descriptions of functions — applications — specifica- 
tions and estimating. 


234 pages 82° 


385 illustrations 


81/2” x 11” clothbound 


Check this table 
of Contents 


for 9 helpful sections 


A time saving, profit making reference for 


Architects * Hardwaremen °* Teachers 
* Students * Contractors 


Skillfully organized and easy to understand, this exclusive hand- section |—HHow to . this Handbook 
uggestions to Students 


book provides the information necessary to operate a basic Ten Basic Rules of Conduct 
builders’ hardware business at a profit. Not since the publi- Important Matters Affecting 
cation of "Taking the Mystery Out of Builders’ Hardware" by 
Mr. Brownell, in 1940, has there been made available in one Section I|—Metals and Finishes 

source so much practical, down-to-earth information about the Section IIl—The Hinge Side of the Door 
builders’ hardware business. 
Section |V—The Lock Side of the Door 


Recommended by Section V—Other Door Hardware 


Door Closers, Silencers, Stops, 


National Builders’ Hardware Association a. Sa, eee Seer 
and the American Society of Section Vi—Window Hardware 
Architectural Hardware Consultants ein Nien Dinettes Bins 


Shutter and Screen. 
Mail This Coupon Today Section Vil—Hardware for Specific Types of 
Buildings and Other Hardware 
Hardware Age, Dept. Al Please send me ...... copies of HARDWARE AGE Matters of laterest. 

56th & Chestnut Sts BUILDERS’ HARDWARE HANDBOOK by Adon H. Specialty Items that Build Plus 
Philadelphia 39, Pa. Brownell, A.H.C. | will send payment upon receipt Sales. 


of the invoice in the amount of $8.00 per copy, plus Lock Security and Keying 
Proprietary Key Systems 





45 cents handling and postage. 


N Section Vill—Specifications— 
ame pesene ponees : Sales and Service—Blue Prints. 
Quoting, Selling, Servicing, 


Address ; te Scheduling. 


a Sr , saeeeclanineny 5g" — 


(Sales ee, Gross 
. ‘ : : Turnover, Costs, Compensation for 
Check here if sending payment with order, saving you the 45 cents Salesmen, Personnel) 





handling and postage charge. 
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NEW EQUIPMENT EVERYBODY 


New cost saving equipment 
for the store and warehouse 





lection of binning and splicing ma- 
terials. Shelves come in seven col- 


ors. Reflector-Hardware Corp. 
For more data circle No. 55 on postcard, p. 85 


Blade balancer for mowers 
Here’s a rotary power mower 
blade balancer to protect mower 
from crankshaft damage due to un- 
balanced blades. Balancer has light, 
durable plastic stand, 2 in. high 
and 2% in. in diameter. Plastic 
cone will accommodate any shaft 





hole from % to 1% in. If blades are 
not in balance, metal is removed 
from heavy end. Packed 12 in dis- 
play carton, balancer lists at 69¢. 
Akay Corp., Div. Hauser Products, 
Ine. 


For more data circle No. 56 on postcard, p. 85 


Display fixture hardware 


An eight-page illustrated booklet 
S-58 tells the practically unlimited 
design possibilities of the Vizusell 
system of channels and brackets. It 
tells how this hardware can be 
applied to existing walls to make 
self-supporting and supported wall 
display sections. Details are also 
given on all-metal gondolas, up- 
rights for wood gondolas and low- 
boys and for over-counter build- 
ups. L. A. Darling Co. 


For more data circle No. 57 on postcard, p. 85 


Plastic signboard material 


Here’s a translucent plastic ma- 
terial you can use as backing for 
illuminated outdoor signs. Staylite 
Signboard has high clarity, weath- 
ers well, and costs less than con- 


ventional materials. The strong 
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§-K/LECTROLITE 





Including Cobractos 


home handymen, auto mechanics, farmers and 


is a customer for S-K/Lectrolite Wrenches 


_ 


EB 


appliance servicemen 


Selling wrenches is big business for hardware retailers who feature the 
S-K/Lectrolite line of socket and flat wrenches. Hardware stores all over 
the country get 3- to 4-time turnover with their complete S-K/Lectrolite 
line—and they find that the big-ticket, big-profit wrench sets produce twice 
the volume of individual wrenches alone. That's why wrench sets are such 
an important feature of the NRHA Approved No. 100 Wrench Merchan- 
dising Program. 


S-K/Lectrolite’s No. 100 Program gives you a complete stock in a line 
that offers superb quality at attractive prices for outstanding value. The 
program provides special display accessories that fit any existing store 
fixtures to create a sales-boosting display in minimum wall space (only 
30” wide, 42” deep). Put that 3 to 4-time turnover to work in your tool 
department. Ask your wholesaler’s salesman for details . . . or write, wire 
or ‘phone S-K/Lectrolite Tools collect! 





LE1O 


TOOLS 


Dept. 1403 





3535 W. 47th St., CHICAGO 32, ILL. and DEFIANCE, OHIO 


DESIGNERS AND MANUFACTURERS OF QUALITY WRENCHES SINCE 1923 
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Pioisc Ae) 0) e)-) an al-\: 
FULLER money- making | 
specials like this _ | 


AVR, usin ‘Grip 
Ta 


at homeowners’ prices 
[| FULLER | TOOL COMPANY, INC. 


s the newest addition to Fuller's famous 
=> SELF-SERVICE PROFIT MAKERS 
Vv | 3522 Webster Avenue, New York tl 
World's largest producers of unbreakable amber handie too!: 


18 screwdrivers with unbreakable 


- @mber handles heavily coated with 
m» U.S. Rubber Co. top quality NEOPRENE 
























’ 





for extra turning power, oil and water 

» resistance, comfortable, blisterproof grip. 
+ CARDED e@ PREPRICED e DISPLAYED 
on a 2-tier stand-up hang-up metal 
rack. 3 each of cabinet and electrician 
pcralilel tips, mechanic and heavy 
duty keystone tips, recessed points +! 
and #2. Total Retail List $13.0. 
Dealer's Cost $8.70. A mark-up of 

50% and you get the display a FREE! 
4 Call your jobber's salesman for 

- No. 435 TODAY... and ask him 

about Fuller's other penne dm too. 
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PURITAN 


Holds 10 Ibs. of briquettes. . 
5 toilet seats 


Spout makes it easy to pour 
charcoal. 


Write for catalog 258 


ANDROCK 


OUTDOOR COOKING TOOLS 


THE WASHBURN COMPANY 
WORCESTER, MASS., ROCKFORD, ILL. 


11 decorators’ colors 


See your jobber! 


Cain PRODUCTS, 
INC. 


CLEVELAND 2, OHIO 








110 














NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 











material eliminates bulb show 
through as close as one inch and 
can be worked with ordinary tools. 
Plastic or metal letters can be at- 
tached or others can be painted on. 
Comes in red, green, blue, yellow, 
cream and white. It also can be 
used for luminous ceilings, fixtures 
and other backlighted areas. Stahl 
Industries, Inc. 


For more data circle No. 58 on postcard, p. 85 


Heavy-duty hand truck 


The Super Handy Man hand 
truck lightens heavy-duty work in 
home, industrial plant, or store. Of 
all-welded construction it has ad- 
justable grab to hold top of arti- 
cles. Made of one-inch steel tubing, 
it has large heavy-duty steel base 
plate and three bowed steel straps 





to accommodate rounded objects. It 
has heavy-duty semi - pneumatic 
rubber tire wheels, stands 40 in. 
high and is rugged enough to han- 
dle heavy loads, but is light enough 
for a housewife to handle. Model 
HT-11 lists at $6.95. Snyder Hand 
Trux, Ine. 

For more data circle No. 59 on postcard, p. 85 


(Resume reading on page 17) 
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now... ALCOA Aluminum Nails 


ARE ‘PACKED FOR PROFIT’’ TO MOVE FASTER! 


new 98° “Household Packs 


Ten different types of “‘most-used”’ nails 
for home craftsmen and “‘do-it-your- 
selfers”” . presorted and precounted 
to eliminate handling problems... and 
brightly packaged in red-white-and-blue 
“see-through” boxes that invite inspec- 
tion and buying! Customers like *em; 
they're so convenient . . . and you'll 
like the way they speed up sales! 








Shipped in Compact Display Cartons 


Sturdy, space-saving shipping cartons (9’ x 13” 
x 342’) have snap-out lids that mount for ef- 
fective selling display. Each carton holds 12 
‘Household Packs” of a single type of nail. 





*% 
a eet 


= Handy Job Box 


Designed to aaa Ls the right number of nails 
to do specific jobs . . . and packaged for self- 
service. Available with 10 most-called-for 
types of nails, each in a full range of sizes. 


P.S. Sell your builders and contractors on Alcoa Alu- 
minum Nails in 50-lb bulk cartons. They add a sales 
plus to new homes by preventing unsightly “nailpox.” 
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| 300 


APPROX. 


1-14” SHINGLE 
GENERAL PURPOSE 


OA ALU 


~~ 


74.6 
MINUM™M 











THEY’RE MERCHANDISING MAGIC ... Alcoa® Alu- 
minum Nails in popular new “Packs” take the nuisance out 
of nail sales, put more profits in. They’re presold, too . 
millions of readers of Better Homes and Gardens and view- 
ers of TV’s famous Alcoa Theatre know aluminum nails 
never rust, can’t stain, and eliminate offensive “‘nailpox” 
forever. Order your supply now, through the facilities of 
Macklanburg-Duncan Company, Oklahoma City, Okla- 
homa, and other leading distributors. 


“ Your Guide to the Best in Aluminum Value 


| atcoa © 


) ALUMINUM «ALCOA THEATRE” 
: “rcimectitaat ne reat : Exciting Adventure 


Alternate Monday Evenings 
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Hows the Hardware Business? 





1957 was the third best sales year on record 
for hardware dealers; sales were $2.7 billion 


Hardware store sales in 1957 
totaled $2.73 billion, according to 
the Commerce Dept. It was the 
third best sales year on record. 

Sales started off good with the 
first three months topping 1956. 
After that sales lagged. 

The final tally shows that total 
retail hardware sales in the nation 
were down 5.4 percent from the 
record 1956 volume of $2.89 billion 
and just a shade behind 1955’s 
sales. 

However, many individual hard- 
ware dealers, better than 4 out of 
10, reported higher sales in 1957 
than in 1956. (See HA issue of 
Dec. 19, 1957, p. 68.) 

Total retail hardware store sales 
in December were $283 million, the 
Commerce Dept. reports. That’s 
$31 million under December, 1956, 
and the poorest December sales 
showing since before 1952. 

Many other retailers also experi- 
enced sales slowdowns during the 
year. Department stores averaged 
sales gains of only 1 percent for the 
year. Mail order houses reported 
sales increases of 3 percent, while 
variety stores reported sales ranged 
from losses of 5.7 percent to gains 
of 11.7 percent. 

Here are the Commerce Dept. 
unadjusted estimates of hardware 
store sales for the last three years. 

(millions of dollars) 
1957 1956 1955 
sameary 4... ES 175 170 
February ... 174 171 160 
208 207 196 
221 227 
253 266 
248 275 
238 250 
234 251 
September .. 225 245 
October 240 258 
November ... 229 254 


December ... 283 314 





$2,736 $2,893 $2,788 





More persons expected to 
have jobs in March 


The employment picture should 
brighten somewhat by mid-March. 
So says the Labor Dept. 

A recent survey by the depart- 
ment shows a number of manufac- 
turers expect to increase hiring at 
that time if new order schedules 
pick up. 

Employment gains are expected 
in construction, apparel, chemicals 
and machinery industries. 

A pick-up in hiring in March 
would counter recent rising unem- 
ployment in many sections of the 








Bingham to distribute 
2 million circulars 


W. Bingham Co., wholesaler in 
Cleveland, has prepared a “Spring 
Bargain Days” circular. Circula- 

DEALER STORE NAME GOES HERE °°" "Sown. 


5 
Ord LINE HERE TO PEA LINES OR SERVICES Voto canta 
ADORESS HERE CITY-STATE TELEPHONE -~ . ppices / 














Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 


country. In mid-December there 
were 3.4 million persons looking for 
jobs. That number rose slightly in 
January. 


New plants, warehouses 
added by manufacturers 


Red Devil Tools, Union, N. J., 
has moved its Chicago warehouse 
and service station to 1229 Wash- 
ington Blvd. from 611 Adams St. 


Federal Tool Corp., Chicago, is 
completing a 30,000 sq ft, $200,000 
addition to its plant. 


Dennis Mitchell Industries, Phila- 
delphia, has opened a 125,000 sq ft 
plant in Woodbury, N. J., for its 
newly-established juvenile division. 


Rust-Oleum Corp., Evanston, IIl., 
has completed a new three-story 
12,000 sq ft warehouse. 


Croft Metal Products, Inc., Mec- 
Comb, Miss., has acquired a 150,000 
sq ft building in South McComb for 
its hardware and specialty division. 








tion of the circulars is expected to 
reach 2 million. 

The four-page circular is printed 
in four colors. A number of out- 
door line items are featured at sales 
prices for a nine-day period. 

Space is provided on the first 
page for dealer imprint. 

The company is backing up the 
promotion with a 156-piece window 
display and store trim kit. The kit 
includes banners, double pennants, 
window spots and price cards. 


4-page spring circular 
is offered by Schelly 


A four-page, four-color, tabloid- 
size Spring Circular has been pre- 
pared by C. Y. Schelly & Bro., 
Inc., wholesaler in Allentown, Pa. 

Theme of the circular is “Spring 
Bargain Center.” 

Items featured include garden 
tools, power tools, mowers, build- 
ers’ hardware, galvanized wares, 
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Stainless Steel 


FLINT-WAR 













ON THE ENTIRE LINE 
57 PIECES AND SETS 


Most tremendous sale in cookware history . . . Feb. 1 
to April 30 at retail. Ends March 31 at wholesale. 


FULL MARKUPS FOR YOU! 





“4 ADVERTISING\ ~~ 


Full page ads in Life and other leading 
national magazines. Every woman will \ 
be sure to see and shop for these great 
values during the three months of the 
mH sale. Tie in! 





uN 





HARD SELLI 
DISPLAY 


Save 25% on small Display Assortment 
No.7689X. Tie-in with free ad mats and 
co-op money. Ask your Flint-Ware dis- 
tributor for details or write EKCO, Chi- 
cago Division. 





©) 





. the greatest name 
in housewares 


OO ES OO ee ee 


see Your FL | N 
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. Ekco Products Company | 
DISTRIBUTO 

E UTOR NOW! Chicago 39, tiingls. 








Your Line with 


FISHING EQUIPMENT 
and reel in more profits! 


Old Pal Fishing Equipment, long the 
favorite of fishermen, is now more pop- 
ular than ever. 

Old Pals new, two-color design adds 
new sales appeal that’s sure to attract 
more customers . . . sure to mean 
greater profits for you. 

Old Pal equipment is engineered for 
convenient use and years of service. 

Old Pals new items create new inter- 
est. Youll capture an even greater 
share of the fishing equipment market 
with the all-new call exciting items 
now added to the Old Pal line. 


New ! 
Wade-R-Floater 


No. 14G4. Designed to give 
fishermen a wider range of 
uses than heretofore pos- 
a sible. Floating (plastic ring). 
Calvanized;: one-piece: 
round. 66” adjustable shoul- 
der strap. 4-qt. capacity. 


New! 
Elevator Bucket 
No. 20G IOEL. Special ele- 


vator device permits lifting 
minnows or any hard-to- 
handle live bait to top of 
bucket without getting hands | 
wet. One-piece; remov able % 
lid, 10-qt. capacity. Alsofloat- 
ing model (No. 24G10EL). | 


New! 
Plastic Spin Kit 
No. 370. Exclusive design 


permits fast, easy selection 
of lures. Two clear plastic hinged lids open from 
either side. Piano type hinges prevent breakage. 
Colored plastic body has 16 compartments. 
Firmly anchored belt loop. 944” x 4” x 2”. 


New! Motor Guard Chains 


Swivel snaps and oversize rings 
at both ends permit easy fas- 
tenting. Vinyl coated to prevent 
marring, or cadmium plated 
to resist rust. 


New ! Fish Stringers 
Center swive! permits rotary action. Strong, 
cadmium plated chain resists rust. 9 or 12 spring 
steel safety hooks. 
For profitable business, sell the complete line of 
OLD PAL Metal and Air Feeder Minnow 
Buckets, Bait Boxes, Worm Cans, Minnow Trap, 
Plastic Lure Boxes. 

rite for free, illustrated catalog. 


OLD PAL, INC., subsidiary of 


Animal Trap Company of America 


New Wholesalers’ Aids 








(Continued ) 


Address & Phone Mo. in 3 lines 


+ r 
\ esata» — _omee COUNTRY seED 


3500 | gm 


@t << ~ 5 ae aeoeed oo vet Veee 
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fertilizers, lawn care equipment, 
housewares, paint and allied items. 
Nearly all of the 64 items are illus- 
trated. 

Space for dealer imprint is pro- 
vided on the first page. 





Promotions 





Double tool sales 
with 


STANLEY 


PROFITOOL 


Mr. J. L. Miller of Miller 
Bros. Hdwe., Pomona, Cal., 
says, “Our customers remark 
how easy it is to find the tools 
they want, and this explains 
a nice salesincrease in our tool 
department since we installed 
Stanley PROFITOOL.” 
Double your tool sales 
with Stanley PROFITOOL. 
A post card saying Profitool, 
to Stanley Tools, New Bri- 
tain, Conn., brings details by 
return mail. Do it now. 








Manufacturers’ New 
Merchandising Pians 











Bissell to promote two 
new rug cleaner models 

A $2 million advertising cam- 
paign to launch its new 
ers, the Shampoo Master and 
Liquid Rug Cleaner, is being un- 
dertaken by Bissell Carpet Sweeper 
Co., Grand Rapids, Mich. 

The campaign will kick off with 
a two-page, full-color ad in the 
April 5 issue of Life. This will be 
followed by full-page, full-color ads 
in Parade, This Week, the Sunday 
supplements of New York Daily 
News, Chicago Tribune and Los 
Angeles Times, the April and May 
issues of Look, Readers’ Digest, 
Saturday Evening Post, Better 
Homes & Gardens and Good House- 
keeping. 

To promote its carpet sweepers, 
Bissell will run a series of ads fea- 
turing a consumer contest. Ads will 


rug clean- 





WHAT’S NEW? 


Turn to pages 85-86 of this issue. 
The Quick Check Card properly 
filled out will bring you quickly 
the details on new products that 
interest you. 


IT’S QUICK—IT’S FREE 











LOW COS 


Plant Pot 
and All 


insure Good 


Avoid Transplant 
Growth Shock 


“PRICED TO MAKE YOU MONEY’”’ 


The National ideal Co. 
2533 W. Central Ave. 
Toledo 6, Ohio 














Lititz, Pa. © Pascagoula, Miss. » Niagara Falls, Canada. =@Ppear in This Week, Parade, the 
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FOR 


EASY SALES 
AND 





QUICK PROFIT 


DISPLAY... 


















| 

| 

PLUS 

the complete line of | 
TURNBUCKLES | 
packaged | 
Bright Wire Goods | 
: = | 

| 


| 
, | 


Ask your distributor or write to 


TURNBUCKLES, INC. 
BOX 333, MICHIGAN CITY, INDIANA 





FACTORY: GRAND BEACH, MICHIGAN 


“One good turn (buckle) deserves another” 
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Sunday supplements in New York, 
Chicago and Los Angeles, and in 
daily newspapers. 

The consumer contest is a draw- 
ing. To enter the “Carpet of Cash” 
contest, customers fill out entry 
blanks at any Bissell dealer. More 
than $15,000 in prizes will be 
awarded. 


Choremaster newspaper 
ads to list dealers 

Choremaster Div., Weber Engi- 
neered Products, Inc., Cincinnati, 
plans a spring consumer advertis- 
ing campaign for its 1958 line of 
Choremaster rotary power mowers, 
garden tillers, riding rotaries and 
other outdoor power equipment. 

Highlight of the campaign will 
be a series of newspaper ads in 
nearly 100 cities, featuring the 
Safe-T-Guard rotary mower and 
listing local dealers. 

The mower will also be featured 
in a 2-color half-page ad in Life. 

In addition, the company is mak- 
ing available to dealers television 
film spots, newspaper ad mats, 
radio scripts, envelope stuffers, 
self-selling booklets and tags and 
a seven-minute television film. 


Western Tool & Stamping 
to run ads for dealers 


A newspaper ad campaign to 
establish hardware dealers. as 
“Lawn care headquarters” in their 
communities is planned by Western 
Tool & Stamping Co., Des Moines, 
for its 1958 line of Homko lawn 
equipment. 

The company will pay for news- 
paper ads in dealers’ cities. Ads 
will be built around the dealer as 
the point of sales and will include 
his name. 

Backing up this campaign will 
be a series of consumer ads through 
May in Better Homes & Gardens, 
House & Garden, House Beautiful, 
Sunset, Sports Illustrated, and the 
New Homes edition of Home Guide. 
The ads will be in color and will 
stress the swept line design of the 
Homko line. 


$100,000 contest aims 
to draw store traffic 


Dealers handling electrical appli- 
ances can build store traffic by 
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PORTABLE COOLER! 















Low 


er ae 
apu 581 


EE 


BUDGET PRICED 
2-Speed 
1/15 H.P. Motor 
(Stand Optional) 





Retail 


$3995 


orntinental_ 
582 


POPULAR PRICED 
2-Speed 

1/8 H.P. Motor 

(Stand Optional) 






Retail 


$5995 





New Styling... 
Means More Volume Sales! 


The 1958 Porta Cooler units are 
designed to enhance any home or 
office decor with attractive two- 
tone grey combination, beautifully 
appointed gold trimmings, and 
matching Roll-Away Stands. 


New Features .. . 
Means More for the Money! 


Both the “Capri and the “Con- 
tinental" models are equipped with 
the most powerful 2-speed motor 
and largest blower wheels in their 
price range. Other outstanding 
features include: 4-way adjustable 
grilles, water level gauge, recessed 
handle, top filling [on the “Capri’), 
and front filling (on the “Conti- 
nental"). 


New Performance .. . 
Means Satisfied Customers! 


For no more than the price of an 
ordinary fan, your customers can 
now enjoy a modern portable 
cooler. Porta Cooler units are com- 
pletely safe and give long trouble- 
free service, as evidenced by the 
Underwriters Laboratory Approval. 
They may be used everywhere—NO 
INSTALLATION is necessary ... 
and whether operated WITH or 
WITHOUT WATER, the specially 
desiqned aspen pads filter out 
irritating smoke, smoa, and allergy- 
laden dust, providing purer, 
healthier air. 


DEALER AND 
DISTRIBUTOR INQUIRIES INVITED 


Manufactured by 


RABAR, INC. 


2304 Huntington Drive @ San Marino, Calif. 
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. . . perfect for parties 

. . . practical for the kitchen 

Easy, convenient way to carry hot 
or cold dishes to barbecues, parties 
and get-togethers. Two compart- 
ments provide ample storage space 
for cakes, pies, cookies and sand- 
wiches . . . keep them fresh for 
days. Large utility base can be used 
as attractive serving tray. 
Beautiful hand-decorated design, 
available in lemon yellow, pink, 
turquoise, red or white, adds a new 
beauty to any kitchen. Retail $2.99 


Slightly higher west of the Rockies 
Order from your jobber today. 


YS 


Lerge bese mokes attractive 
serving trey for cookies, 
sendwiches 


Large compartment holds cakes 
and het dishes _ may be used 
seporately 





ie 


Seperate sechen keeps pres Pie cover fits snugly over bose 
tresh tor deys. im neat single compartment 










KITCHENWARE BY 


PEORIA METAL SPECIALTY COMPANY 
2581 $. Washington Si. © Peoria, Winsis 
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| day Evening 


tying in with a new $100,000 
Housepower consumer contest be- 
ing sponsored by Edison Electric 
Institute and local] light and power 
companies. 

The contest involves writing a 
caption for a cartoon showing a 
low Housepower situation. Dealer 
contest kits will be available from 
local light and power companies. 
The kits contain the entry blanks 
which contestants will pick up at 
dealers’ stores. 

The contest will be advertised 
through April in Better Homes & 
Gardens, Saturday Evening Post, 
and Sunset. 


Lauson-Power Products 
promotes spring tuneup 

A promotion for a Spring Tune- 
up Special will be conducted this 
spring by Lauson-Power Products 
Divs. of Tecumseh Products Co., 
Tecumseh, Mich. 

Full-page, two-color ads in Satu- 
Post and _ Better 
Homes & Gardens, Garden 
Annual invite owners of power 
mowers, garden tractors and chain 
saws to get the spring tuneup from 
their local Lauson-Power Products 
service dealer. The tuneup is a 
14-point inspection and adjustment 
service. 

The ads also suggest that buyers 
of new powered equipment have the 
same dealer correctly assemble and 


ideas 


_ adjust their new equipment. 


_ offered to dealers. 





A tie-in promotion kit is being 
The kit includes 
a two-color window banner, 200 
jumbo postcards, a newspaper ad 
mat and suggested copy for radio 
and television spot commercials. 


Seymour Smith to run 
dealer listings in ads 


Seymour Smith & Son, Inc., Oak- 
ville, Conn., announces a plan to 
provide local newspaper advertis- 
ing in major trading areas for its 
line of garden tools during the peak 
of the spring selling season. 

Names and addresses of qualify- 
ing dealers will be carried in the 
ads. Seymour Smith will pay for 
the ads, including the dealer list- 
ing. 

To qualify, dealers must buy a 
minimum quantity of the three 
items featured in the ad. 











BUILT-IN WALL CLOCKS 
By HOWARD MILLER 


ONE OF THE HOTTEST ITEMS TODAY —the new, 
modern clock idea that has become the 
smartest trend in home accessories. Simple 
instructions for easy wall installation. Self- 
starting electric synchronous movement. 
Display this popular built-in line for quick 










sales, —- and remember it's the name that 
counts. 
From 
$]] 95 
7 






Write to 
Built-In Division 


HOWARD MILLER CLOCK CO. 
Zeeland 1, Michigan 














His Hardware Age 
Ad. Brought Results 


"As a Manufacturers’ Representative, 
getting the HARDWARE AGE is a 
necessity, especially in view of the fact 
that | have secured several desirable 
lines through the Advertisement |! 
placed in the AGE in January. With 
best wishes for your continued success.’ 
Sincerely yours, 


A Satisfied Advertiser 


CHAIR-LOC 


Amozing New Liquid 

S-W-E-L-L-S Wood 

@ Penetrates wood fibre— 
makes them e-x-p-a-n-d 
permanently. 


@ Quickest and easiest way 
to fix loose chair rungs, 
legs, handles, 
dove-tails, ete. 


A Fast-Selling Impulse item 


Write for Free Samples and 
iterature 


CHAIR-LOC CO. 
Lakehurst 3, N. J. 


GIBSON 
GRIPPER 
CLIPS 


KEEP 
‘ THINGS 
IN PLACE 


BRIGHT FINISH Double Spring Action 
NO JUTTING POINTS 2 Sizes Hold Most Handles 


GIBSON GOOD TOOLS, INC., Sidney 6, N. Y. 
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WITT “FLAT-TOP" 
* Economical + Rugged, yet light in weight 


A flat, smooth, one-piece cover to convert 30 and 55 
gallon drums to safe, sanitary containers. Seals out 
dust, moisture, rodents and other contamination. 
Cuts fire hazards. All steel construction with center 
handle. Comes painted green or hot-dip galvanized. 





NOW... TYPES of DRUM LIDS 


for better plant housekeeping! 








WITT “BIG-TOP” 
King-size opening + Self-closing 


Only “Big-Top”’ has the king-size flap opening that 
takes from any angle, boxes, bulky items, even 
shovel-in trash. Double-hinged spring. Rugged steel 
throughout. Smooth and streamlined—no sharp edges. 
For use on 55 gallon drums. Neutral gray enamel, 
with word “PUSH” embossed in red. 


























Send for new literature on Drum Lids and Drum Dolly 
to convert drums into complete, mobile handling and 
storage units. Visit Booth #340 at the N.S.S.A. Show, 
Feb. 22-25, New York Coliseum, N.Y. City. 


; eS se arr 

fo oul Bee 
OAD * 

* %e *. 2 





2110 Winchell Avenue, Cincinnati, Ohio 





Griffin’s high standards of quality assure 
your customer handsome appearance 
during life-long hinge performance. A 
full line of Griffin ball bearing butts is 
available in all popular finishes. 


HANDLE THE ENTIRE GRIFFIN LINE 
Sell plain and ball bearing hinges as 
well as shelf hardware, carded for 
faster selling in Griffin’s eye-catching 
VisiPak. 


GRIFFIN MANUFACTURING CO., ERIE, PA. 


SINCE 1899 


\ 
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One Horse, Five Automobiles Later 


Retzlaff Re-elected Chairman of Board 





At Our Own Stockholders’ Annual Meeting 


W. A. Retzlaff, New Ulm, 
Minn., dealer, has been re- 
elected chairman of the 
board of Our Own Hardware 





W. A. RETZLAFF 


Co., Minneapolis dealer- 
owned wholesaler. 

Election took place at the 
annual stockholders’ meeting 
and winter merchandise 


show at Our Own’s head- 
quarters. Mr. Retzlaff was 
also re-elected to a _ three- 
year term on the board of 
directors. 

S. P. Duffy, president of 
Our Own, reported to stock- 
holders on the “very healthy” 
condition of the company. 
Mr. Duffy also announced 
that Our Own’s dealer stock 
control plan had been ex- 
tended to cover all depart- 
ments. 

Carl Settergren, Minneap- 
olis dealer, was elected a di- 
rector of Our Own’s board 
for a one year term to fill a 
vacancy created by the re- 
cent death of A. W. Johnson, 
Austin, Minn. 

Newly elected directors, 
for three year terms, are: 
O. A. Strinden, Litchville, 
N. D.; and A. E. Holm, At- 

(Continued on page 128) 





Carter L. Burgess 
Is AMF President 


Carter L. Burgess has 
been elected president of 
American Machine & Foun- 
dry Co., New York. He was 





CARTER L. BURGE SS 
president World 
Airlines. 

Mr. Burgess has an exten- 
sive background, much of it 
in government work. From 
1954 to 1956, Mr. Burgess 
served as Assistant Secre- 
tary of Defense for Man- 


of Trans 
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power and Personnel. He has 
also served with the United 
Nations and in various con- 
sulting capacities for the 
President and his Cabinet. 

From 1947 to 1953, he 
served as assistant to the 
president of General Aniline 
and Film Corp. From 1946 to 
1947, he was assistant to the 
president of Trans World 
Airlines. 

Mr. Burgess is a director 
of American Machine & 
Foundry Co. and J. P. Mor- 
gan & Co. 


Stratton & Terstegge 
Purchases Sheffield 


Stratton & Terstegge Co., 


Louisville, Ky., has _ pur- 
chased the Sheffield Mfg. Co., 
fireplace fixture manufac- 


turer of New York City. 

The Anchor Div. of Strat- 
ton, which makes Hart fire- 
place fixtures, will produce 
Sheffield furnishings at the 
New Albany plant. 





Winfield H. Mayer... 


Dean of paint salesmen 


Winfield H. Mayer 
went on the road for 
the Samuel H. French 
Paint Co., of Philadel- 
phia, as driver of a 


one-horse truck in 
1888. 

Half a million miles, 
and five automobiles 


later, Mr. Mayer fin- 
ished up 70 years of 
active selling for the 
same company. And he 
looks forward to more. 

On Feb. 8, Mr. May- 
er was honored at Old 
Timers’ Night of the 
Philadelphia Paint 
Salesmen’s Club. Asked to talk, after being awarded 
a plaque, Mr. Mayer adjusted his pince-nez glasses 
and began to reminisce. 


“T remember the day I was hired, and the big bay 
horse that pulled my truck around the city. The 
horse’s name was Jack. We used to stop each morning 
at a fruit stand for an apple and a banana. The 
apple was for Jack,” Mr. Mayer chuckled, “and the 
bill was one penny.” 

Mr. Mayer’s pay was $7 a week, for a 12-15 hour 
daily stint. The firm moved him to an inside job, but 
he yearned to be on the road again. After many 
years as an outside supervisor of tile installations, 
Mr. Mayer was made a paint salesman in 1923. 

He has been a paint salesman ever since. His 
travels have used up “one Dodge, two Fords, and 
two Plymouths (140,000 miles on the last one).” 

Mr. Mayer is 87 now, but he doesn’t look or act it. 
He’s going to sell some paint before he gets around 
to retiring. 

Mr. Mayer’s award-plaque reads: “For 70 years 
active service to the oldest active salesman in our 
organization ...” Thus the title of dean of paint 
salesmen seems well earned. 





WINFIELD H. MAYER 





Editor’s note: 
Do you know an old timer? 

Hardware men with 50 years or more of contin- 
uous activity behind them often have interesting 
biographies. Are you or do you know such a man? 
HARDWARE AGE would like to have the details for 
publication. Send the facts, and a glossy photograph, 
to Editor, HARDWARE AGE, Chestnut and 56th’ Sts., 
Philadelphia 39, Pa. 
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VINCENT J. RODDY 


American Screw Co. 
Elects V. J. Roddy 


Vincent J. Roddy has been 
elected president of Ameri- 
ean Screw Co., Willimantic, 
Conn. 

Mr. Roddy joined Ameri- 
can in 1933 and in 1934 he 
was appointed assistant to 
the general manager. He be- 
came a member of the board 
of directors in 1943. 


Mr. Roddy was. elected 
vice-president and assistant 
general manager in 1944 and 
became executive vice-presi- 
dent in 1945. 


July Dates Set For 
Housewares Exhibit 


Atlantic City’s Auditorium 
will be the scene of the 29th 
National Housewares Manu- 
facturers Assn. National 
Housewares Exhibit July 7- 
11. 

Theme of the show will be 
Summer Gateway to the 
Multi-Billion Dollar House- 
wares Market, according to 
Dolph Zapfel, secretary of 
the association. 

Indications are that this 
year’s show will be as large 
as last year’s when 615 man- 
ufacturers exhibited to 7,918 
buyers. Floor plans and 
space applications are to be 
mailed to manufacturers 
March 1. 





M.S. Young Co. Profit Maker Program Dealers 
Meet To Discuss Standards For New Members 


Dealers in the Profit 
Maker Program Stores of M. 
S. Young & Co., Allentown, 
Pa., wholesaler, met early 
this week in Allentown to 
talk about store identifica- 
tion and performance stand- 
ards for new members join- 
ing the group. 

The dealers held their 
meeting in the late after- 
noon at the Livingston Club, 
and continued the discussions 
after dinner. 

The 1958 advertising pro- 
gram was discussed also. 

An advisory group met 
Jan. 14 and outlined per- 
formance standards and 
qualifications for the Pro- 
gram Dealers. Dealers in 
this group are George C. 
Barnet, Barnet & Walters; 
Robert M. Davis, Newtown 
Hardware House; and Don- 
ald V. Shea, Jr., Shipe’s 
Hardware. 

The Profit Maker Program 


makes modern merchandis- 
ing and management meth- 
ods available to dealers 
through the M. S. Young or- 
ganization to meet modern 
competitive conditions. 

The Program includes 
basic stock lists so dealers 
have wanted numbers in 
stock to reduce outs, without 
overstocking slow moving 
numbers. The Program also 
includes inventory controls, 
improved ordering methods, 
and store remodeling and 
modernizing plans. 

Richard E. Young, part- 
ner in M. S. Young & Co., 
was present and introduced 
Paul L. Cosgrave, of Cos- 
grave & Associates, consul- 
tant, who was the consultant 
in setting up the Program. 
C. H. Gerhardt, general man- 
ager of M. S. Young & Co.., 
handled the pre-meeting de- 
tails. 
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S&Q Dealers Study Modern Selling Methods 
To Take Advantage of ’58 Sales Potential 


“Nuts to a business slow- 
down,” was the unofficial 
theme of the recent S&Q re- 
tuilers’ conference and mer- 
chandise exhibit sponsored 
by Janney, Semple, Hill & 
Co., Minneapolis wholesaler. 

This theme was expressed 
by L. M. Hatfield, first vice- 
president, in opening the 
meeting. Mr. Hatfield told 
the conference that despite 
the slackening in sales in 
some areas, there are still 
many opportunities for prof- 
it by retailers who take ad- 
vantage of modern merchan- 
dising techniques. 

Henry Hill, executive vice- 
president, told dealers of the 
company’s plans for the fu- 
ture, with spechial emphasis 
on strengthening of the S&Q 
stores program. 

Attending the meeting 
were owners, and _ their 
wives, from S&Q stores lo- 
cated in all parts of the Jan- 
ney’s territory. 

In addition to several gen- 
eral meetings, the conference 


featured a number of prod- 
uct knowledge seminars that 
were very heavily attended. 

Details of an enlarged and 
more aggressive advertising 
program for S&Q stores was 
outlined by R. M. Fleming, 
vice-president in charge of 
sales promotion. 

The first two days of the 
meeting were devoted entire- 
ly to meetings, while the sec- 
ond two days were concerned 
with merchandise displays. 


New members of the deal- 
ers’ advisory committee se- 
lected during the conference 
are: Victor Clark of Wich- 
ita, Kan.; Melvin R. Olson, 
Dwight, Ill.; and Wayne A. 
Towner, Scottsbluff, Neb. 
Other dealer members of the 
planning committee are: Ar- 
vid Benson, Moorhead, 
Minn.; W. C. Kyle, Idaho 
Falls, Idaho; B. W. Matske, 
Lewiston, Minn.; J. Meyer, 
Golden, Colo.; W. Reineman, 
Burlington, Wis.; and C. E. 
Watters, Lake City, lowa. 





DEALER BRIEFS: 





Pennsylvania Dealer Remodels and Expands 
Power Tool Lines; N.Y. Store Relocates 


Millvale, Pa.—North Hills 


Hardware completed a _ re- 
modeling job late last year. 
A rear partition was re- 
moved providing a sales area 
of 25 by 80 ft. The store has 
three aisles the full length. 
All walls, except for the 
paint department, have per- 
forated panel board. The 
store is not self service, but 
a check out counter up front 
and open displays encourage 
self serve sales. Conrad H. 
Accetta, owner, has broad- 
ened lines in power tools, and 
gift items in housewares. The 
front was remodeled three 
years ago. 


X 


Maybrook, N. Y.— May- 
brook Hardware and Appli- 
ance Store recently cele- 
brated the grand opening of 
its new store in the May- 
brook Shopping Center. The 
store, owned by John Fav- 
aro, was formerly on Main 
Street. 


Skokie, [//l.—Edward Hines 
Lumber Co. has announced 
that W. D. Morrison, AHC, 
has succeeded J. D. McCue, 
AHC, as manager of its 
hardware department. Mr. 
Morrison has been with the 
company since 1947, and has 

(Continued on page 127) 
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AUTOMATICALLY 
DUPLICATES CYLINDER KEYS 


YOU or any of your clerks can 
easily cut accurate keys with 
this automatic machine. 














IT will show a good profit and 
make many happy customers 
for your store. 


MAIL COUPON TODAY — 


KEIL LOCK CO., INC. 
Charlestown, New Hampshire 


Please send complete information on your 
No. 1 series of Key Duplicating Machines 


Name 3 ce eke 
PLEASE PRINT 


Address___ 





City Zone__ State 




















Pump Makers Foresee Million-Plus Unit Year 
By 1962; Discuss Water Systems Month Plans 


The electric water systems 
market will go has high as 
1,158,000 units by 1962 ac- 
cording to estimates an- 
nounced at the recent meet- 
ing of the National Assn. of 
Domestic & Farm Pump 
Manufacturers in Chicago. 

These figures are from a 
study made by F. B. Hout, 
president, Barnes Mfg. 
Mans-field, Ohio, chairman 
of the association board of 
directors. 

The industry has set a 
total goal of 939,500 unit 
sales in 1958. Replacement 
sales of electric water sys- 
tems for 1958 are estimated 
at 272,500 units. 

Potential replacement 
sales in 1959 are estimated at 
308,000 units. By 1962 the 
annual replacement market 
is expected to reach 491,000 
units. 

Plans for the tenth con- 
secutive National Water 
Systems Month to be held in 





Bonney Forge Names 
Holmstrom Manager 


Richard R. Holmstrom has 
been appointed sales man- 


R. R. HOLMSTROM 


ager at Bonney Forge & Tool 
Works, Alliance, Ohio. 

Mr. Holmstrom has been 
with Bonney since 1951, as 
advertising and merchandis- 
ing manager and as assistant 
sales manager. Before that 
he was a Bonney representa- 
tive. 


Gold Seal Div. Names 
Dowd Sales Manager 


M. E. Dowd has been ap- 
pointed general sales mana- 
ger for the Gold Seal Div. 
of Congoleum-Nairn Inc., 
Kearny, N. J. He succeeds 
William J. O’Hara who re- 


May were outlined. 

The association will issue 
a self-mailer poster with con- 
sumer message on one side, 
dealer message on the other, 
and three consumer give- 
away booklets. 

“Be sure the pump is big 
enough,” the poster reminds 
consumers. 

Norman J. Radder, secre- 
tary of the New Plumbing- 
Heating-Cooling Information 
Bureau, outlined how it will 
operate to emphasize rural 
sanitation. The bureau will 
cooperate with working coun- 
cils in various fields. 

Plans are being made, he 
said, for setting up a rural 
sanitation council to concen- 
trate on pump industry pro- 
motion and publicity. 

Reports showed that coop- 
erative water systems pro- 
motional and sales cam- 
paigns by power supplier 
groups would be stepped up 
during 1958. 


tired after 35 years of ser- 
vice. 

Mr. Dowd spent several! 
years as a representative in 
the midwest and southwest, 
as assistant Atlanta district 
manager, assistant merchan- 
dise manager and as assis- 
tant sales manager in charge 
of Forecast rotogravure vinyl! 
products. 

William Martin, former 
San Francisco district man- 
ager, succeeds him as assis- 
tant sales manager. 


Emil Tuma Is President 
Of Bergen County Assn. 


Emil Tuma, Tuma Hard- 
ware, Little Ferry, has been 
installed as president of the 
Bergen County (N.J.) Hard- 
ware Merchants Assn., Inc. 

Other officers are Frank 
Gasparotte, Ace Hardware, 
Bergenfield, vice - president; 
Henry Sternbergh, Volz 
Hardware, Westwood, trea- 
surer; Mae R._ Bracht, 
Bracht Hardware, Bogota, 
secretary. 

A resolution was present- 
ed to Hilda Champion, Ro- 
maine Hardware, Hacken- 
sack, in appreciation of her 
outstanding service as sec- 
retary for the past eight 
years. 
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Kennatrack Appoints 
Koporc Sales Manager 


Rudy J. Kopore has been 
promoted to general sales 





RUDY J. KOPORC 


manager of Kennatrack 
Corp., Elkhart, Ind. He has 
been manager of the domes- 
tic sales division since he 
joined the firm in 1951. 
The gliding door hardware 





George Waterhouse, Jr., 


News of the Trade 





manufacturer also named 
Norman Metzler assistant 
general sales manager. He 
was industrial sales manager 
and has been with Kenna- 
track for 11 years. 


Hamilton Elected VP, 
Treasurer Of RB & W 


Charles S. Hamilton, Jr., 
has been elected vice-presi- 
dent and treasurer of Rus- 
sell, Burdsall & Ward Bolt 
and Nut Co., Port Chester, 
| 2 


Mr. Hamilton had been a 
partner in the law firm of 
Sullivan & Cromwell, New 





York. He has been a director | 


of Russell, Burdsall & Ward 
since 1954. 

Mr. Hamilton replaces 
John B. Gates who has joined 
Pan American World Air- 
ways. 





Pittsford Hardware, Pittsford, was elected 


president of the New York State Retail Hardware Assn. at its annual 


convention Feb. 3-5 in Syracuse, N. Y. 
house is second from the right. Others are, left to right, H. Barclay 
Pleasantville, 
Porter L. Morrow, W. G. Arthur Co.. 


Cornell, 


Barclay Hardware, 


In photo above Mr. Water- 


second vice-president; 
Orchard Park, first vice-presi- 


dent; on right Nicholas H. Kiley, executive secretary. New directors 


ore Sam F. Herrick, Herrick Hardware, 
Ticonderoga; and Dudley D. Waters, 
Gerry. 

Inc., 


Moore, Moore's Hardware, 
D. D. Waters Hardware. 
L. Greenberg, A. Greenberg, 
Hardware, Painted Post. 


Southampton; Steward R. 


Re-elected directors are Arthur 


Bronx, and Roy E. Hall, Hall 





HOSE STAKE 
At Last, an Answer to Damaged 
Flower Beds and Broken Hoses 





TWO GARDEN ITEMS THAT SELL! 





WRITE FOR CURRENT PRICE LISTS AND SALES FOLDERS 
GARDEN PRODUCTS DIVISION 


The Turfgrass Farm—4961 £. 22nd—Tucson, Ariz. 


WATER BUBBLER 


The One Unique Gadget You 
Screw on a Hose for Deep, Gentle 
Watering Without Washing 





| 
| 








Sell More - Sell Faster 


ALLE 


JACKSON 





Pe ee 
ate 














ROPE BAR 
— an attractive per- 
manent way to dis- 
play all your rope 
products — Nylon, 
Polyethylene and 
Manila. Increases 
rope sales — cuts 
down selling time. 


Ny Ny ‘i Nits ne i : : A 4) , ) ‘1 , a 
Ht i) i I, ¥ ay) OY 4s \) b AMD cike Wns ‘ ve 
: e ba ile Wik 








JUNIOR SPOOLS, 


approximately ten lbs., 
of the wanted sy nthet- 


CONNECTED COILS 
— PRE-PACKAGED, SELF- 
SERVICE COILS — famous 


ics are available in | Jackson Super-Tuff, packaged 
popular sizes for aj for faster sales and _ bigger 
minimum investment.]| profits, available in 50 ft. and 





100 ft. lengths. 


prices on these profitable items or 
ask to have our representative call. 








Practical, durable rope — 
NYLON — POLYETHYLENE — MANILA 
packaged for 
BOATING « INDUSTRY * HOME 

RECREATION 


Manufacturers 3] G3 wam—€ Since 1829 





THE THOMAS JACKSON & SON CO., READING, PENNSYLVANIA 
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To spark self-service impulse sales... 


“SKIN PACKED” 
on colorful hang-up cards 


j Cabin et Doors e CLOSE... and 
\ stay cosen 


WEP 


PHER 


WAAGNET-LATCH 


The latch with 10 ib 


werPn 


_ holding Powe! 


prict 


PACKAGED TO SELL! 3 x 5 card lists latch uses and 
mounting instructions. Punched to hang on all racks—also 
for counter bins. Vacuum-sealed to card under durable clear 
plastic to protect against damage, tarnishing or pilferage. 


BUILT TO SELL! Easy to install . . 


. magnet-latch is self- 


aligning . . . also absorbs door-slam shock. Special magnet 
never loses 10-lb. holding power. Unconditionally guar- 


anteed. 
PRICED TO SELL! Retails at 


39c-49c! 





New Package for 
Bulk Sales! 


For builders, cabinet makers 
and other bulk users! Magnet- 
latch skin packed on 2'2 x 3 





cards. 


FREE Demonstrator to 
Dealers! 


Magnet-latch 
mounted on miniature door sec- 
tion. Regular $3.00 value .. . 
free with first 3-gross order. 


SPECIFICATIONS 


Size: 2Y¥e" Lx Ye" H 
Packaging: Skin-packed on 3 x 5 
cards for retail sales, packed 2 
doz. to storage carton. Also skin- 
packed on 3 x 2'% cards for bulk 
sales. Cartoned in gross lots. 


Weight: 1% oz. per latch. 
Shipping weight: per gross, 

18 Ibs. 
Shipping: F.O.B. Round Lake, Iili- 
nois. Freight prepaid on all ship- 
ments of 6 gross or more. 


HEPPNER SALES CO., ROUND LAKE, ILLINOIS 
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—— News of the Trade — 


That's Charles Henry (left). Bingham's sporting goods buyer, teeing 


up the ball. 


Several thousand dealers 
from a nine-state area shop- 
ped the recent two-day 
Spring merchandise and 
sporting goods show in the 
warehouse of W. Bingham 
Co., Cleveland wholesaler. 

The first, sixth, and 
seventh floors of the ware- 
house were given a spring- 
like atmosphere with bright 
decorations, artificial plants, 
and a fountain complete 
with fish. There were about 


Leche Stove Purchases 
Moore Gas Heater Div. 


Locke Stove Co., 
City, has purchased _ the 
Moore Gas Heater Div. of 
Conlon-Moore Corp., Joliet, 
Ill. 

Locke will continue to 
make and sell Moore gas 
heaters in addition to its 
own Warm Morning heater 
and incinerator lines. 


Kansas 


Dayton Bait Elects 
Buening VP Of Sales 


Jerry Buening has been 
elected vice-president in 


JERRY BUENING 
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150 merchandise exhibits. 

Hundreds of valuable mer- 
chandise prizes were award- 
ed dealers, and hot meals 
were served in Bingham’s 
cafeteria. 

Emphasis at this show was 
on strong sales promotion to 
keep 1958’s sales up to par. 
Dealer interest in merchan- 
dise price specials and pro- 
motional ideas was. very 
keen. 
charge of sales and merchan- 
dising for Dayton Bait Co., 
Dayton. 

Mr. Buening joined the 
company four years ago as 
merchandising director after 
long years of experience in 
marketing and packaging of 
consumer products. 


Intermountain Assn. 
Elects W. C. Fronk 


Intermountain Association 
of Hardware & Implement 
Dealers elected new officers 
at its convention in Boise, 
Idaho, Jan. 19-21. Those 
elected were: 

W. C. Fronk, Ogden Im- 
plement Co., Ogden, Utah, 
president; Jess McClellan, 
Thiel & Olson Co., Montpe- 
lier, Idaho, first vice-presi- 
dent; Ingle Weeks, J. W. 
Weeks & Son, Caldwell, 
Idaho, second vice-president. 

New directors are Dredge 
Roberts, Roberts Implement 
Co., Burley, Idaho; Art 
Ahlm, Buhl Implement Co., 
Buhl, Idaho; Charles Bullen 
Farm Equipment Co., Logan, 
Utah; Milton Havemann, 
Havemann Hardware, Sal- 
mon, Idaho. 


Qj" 
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Sport-Arama Exhibit Is 
Held By Stan Textile 


A five-day, 30,000 sq ft 
Sport-Arama sporting goods 
exhibit was recently held at 
Philadelphia by Stan Textile 
& Hardware Co. 

More than 1500 dealers 
visited the show. Outstand- 
ing athletes from most major 
sports attended and acted as 
demonstrators. 

The show was called “more 
successful than we dared an- 
ticipate,” by Stan president, 


Stan Bernstein. Plans have 
been made for ae similar 


show in 1959. 


Circle F Purchases 
Chase Brass Division 


Circle F Mfg. Co., Tren- 
ton, N. J., has purchased the 
machinery, equipment and 
tools of the Waterbury Mfg. 
Div. of Chase Brass & Cop- 
per Div. of Kennecott Copper 
Corp. 

The sale price was not dis- 
closed and future operation 
and location of the plant has 
not been decided upon. 


Jasenoff Appointed 
By Dennis Mitchell 
Jerome Jassenoff, sales 


promotion manager, has been 
named sales manager of the 


News of the Trade 


recently formed Housewares 
Division of Dennis 
Industries, Philadelphia. 

Mr. Jassenoff has _ been 
sales promotion manager for 
the past three years and has 


handled sales promotion and | 
advertising since joining the | 


firm. 


Indiana Dealer Group 
The Indiana Retail Hard- 


ware Assn. has moved to new 


quarters at 4120 N. Key- | 
stone, Indianapolis 5, Ind. 
The new headquarters has 


a model store and a confer- 
ence room. 


A Correction 


In the 
Housewares 
Guide, Jan. 2 (page 51), an 
error was made in the re- 
quirements for advertising 
co-op money for the West- 
clox Div., General Time 
Corp. 

HARDWARE AGE stated 
there was “50% co-op money 
up to 5% of purchases” for 
co-op advertising on West- 
clox clocks. 

This statement is not com- 
plete. It should have read: 
“50% co-op money up to 5% 
of purchases, for advertising 
placed by holders of West- 
clox 2500 and 1250-piece con- 
tracts.” 


HARDWARE AG®= 


Missouri Retailers Elect New Officers 





New Officers of the Missouri Retail Hardware Assn. elected at the 
recent convention in St. Louis are (left to right); first row, Hardin 
Franks, Hardin Franks Hardware, Alton, vice-president; Ralph Butts, 
Farm Supply Co., Lebanon, president; F. L. G. Weiss, Union Mer- 
cantile & Hardware, St. Louis, treasurer and director; Fred Boemer, 
St. Louis, secretary; second row, Max Okenfuss, Okenfuss Hardware, 
St. Genevieve; J. C. Edmonston, L. Edmonston & Son, Hornersville; 
Haydon Hardware, Hannibal; 
County Hardware, Kirkwood; and William McKinnon, Ballwin Hard- 
ware, Ballwin, all directors; back row, A. F. Simon, Florissant Hard- 
ware, Jennings; Francis Knollmeyer, Scruggs-Guhleman-Knollmayer, 
Linn; and A. J. Fuchs, Pine Lawn Hardware, Pine Lawn, all advisory | 


D. E. Wagner, 


board members. 
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Raymond Aschen, 








America’s 


Most Successful 


KATE 


THE 
SILENT 
FLASH 








A Big Profit Item with Fast Turnover 


There’s no doubt about it! The Silent Flash is 
America’s top performing, top selling, rubber 
tire roller skate. The noiseless rubber tire wheels 
absorb shock and actually outlast steel. The ex- 
clusive Mighty Channel Arch, strong enough to 
support over 200 pounds, is further proof of 
the rugged construction. To display the Silent 
Flash is to sell the Silent Flash. It’s the quality 


skate your customers prefer. 






CHICAGO ROLLER SKATE CO., 4456-B W. Lake. Chicago 24 
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“It’s been smolderin’ ever since we started 
suggesting “ScoTtcH’ Brand Masking Tape 
with every paint sale!”’ 

















WGK VISCOSITY 
VERY PENETRATING 


Th Rl GREET Oe 
tam of 


Ea Best Buys Are 
Hoppe Products 


because these widely used and highly regarded 
gun cleaning essentials will save you time, talk 
and selling energy. Gunners know Hoppe’s No. 9 
Solvent, Patches, Oil, Gun Grease, Gun Cleaning 
Rods and Gun Cleaning Outfits. And—they’'re 
constantly advertised. Ask your jobber. 


FRANK A. HOPPE, INC. 


2314A North 8th St., Philadelphia 33, Pa. 





























News of the Trade 











New appointments, new territories, etc. 


MANUFACTURERS SALESMEN 








McKinney Mfg. Co., Pitts- 
burgh, has named Clark Van 
Housen West Coast regional 
manager. He succeeds his 
father, Jay Van Housen, who 
retired after serving the firm 
since 1926. The new man- 
ager joined McKinney in 
1948. Gerald B. Owens, for- 
mer sales correspondent in 
the San Francisco office, 
succeeds Clark Van Housen 
as representative in that 
office. 

7 

Lawn-Boy Div., Outboard 
Marine Corp., Lamar, Mo., 
has appointed two regional 
sales managers. William B. 
Haverty, of Tulsa, will su- 
pervise 32 eastern, south- 
ern, and midwestern states. 
He formerly covered Okla- 
homa, Texas, Kansas, Ar- 
kansas, Louisiana and Mis- 
souri. Philip C. Tennis of 
Portland, Oreg., will handle 
Lawn-Boy sales in 16 great 
plains, Rocky Mountain and 
Pacific coast states. He for- 
merly covered Washington, 
Oregon, North Dakota, Idaho 
and western Montana. Both 
men have been with Lawn- 
Boy since 1953. 


* 

McCulloch Motors Corp., 
Los Angeles, has appointed 
Joseph P. Delavigne mid- 
western chain representa- 
tive. He will headquarter in 
Minneapolis and cover Kan- 
sas, Nebraska, North Da- 
kota, South Dakota, Min- 
nesota, Iowa, and Wiscon- 
sin. Bill Johnson has been 
named district manager 
working out of Atlanta. He 
will cover North Carolina, 
South Carolina, Georgia, 
Florida, Alabama, and Ten- 
nessee. The firm has also 
named Richard Q. Duren to 
cover these _ southeastern 
states as a representative. 
He will headquarter in Val- 
dosta, Ga. 


v 

Dicks- Armstrong - Pontius, 
Inc., Dayton, has announced 
several territorial changes. 
Edward P. Manning, former 
southeastern representative, 
is now eastern district sales 
manager. Howell R. Gulla- 
horn, former south central 
states representative, has 
taken over Mr. Manning’s 
territory which included 
North and South Carolina 
and parts of Virginia and 


Tennessee. Dexter B. Mer- 
rill, formerly of the Dallas 
sales office, has been ap- 
pointed south Texas and 
Louisiana representative. 


v 


Boston Woven Hose & 
Rubber Co., Division of 
American Biltrite Rubber 
Co., Boston, has named John 
B. Townsend district sales 
manager for the Memphis 
sales district. 


Vv 

Russell & Erwin Div., 
American Hardware Corp., 
has announced several 
changes. Richard De LeMay, 
manager of the Russwin New 
York office, has been named 
to the newly created position 
of eastern district manager. 
Clarence H. Scansen, Jr., is 
new representative in the 
northwest territory with 
headquarters in Portland, 
Ore. Donald R. Griffith has 
been transferred from New 
England territory to head 
the southern Illinois, Indiana 
and St. Louis territory. Ron- 
ald G. Mindle is now stock 
sales representative in New 
England. 

v 


Aladdin Industries, Chi- 
cago, has appointed Robert 
H. Mickelsen representative 
in Wisconsin and Minnesota 
for the Vacuum Ware Divi- 
sion. He was a territory 
manager for Ekeo Products 
Co., Chicago. 


Vv 


Stanley Tools Div., Stan- 
ley Works, New Britain, 
Conn., has named Henry S. 
Reed representative cover- 
ing Indiana and Kentucky. 
He will operate out of Cin- 
cinnati. Mr. Reed joined 
Stanley in 1956 as a sales 
trainee. 

- 


O’Brien Corp., South Bend, 
has appointed Robert F. 
Mulvehill district manager 
of the northwest division. 
Mr. Mulvehill, who lives in 
Indianapolis, has been with 
the firm for 23 years. Harry 
D. Jenks, Jr. has been named 
to cover North and South 
Dakota and Montana. James 
M. Sidders will cover part 
of Minnesota and northern 
Wisconsin. Both men work 
under Mr. Mulvehill. 
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Knape & Vogt Acquires 
Handy-Hook Division 


Knape & Vogt Mfg. Co., 
Grand Rapids, Mich., has ac- 
quired the Handy-Hook Div. 
of Vadeo Products, Detroit. 

Handy-Hook is the trade 
name for a line of hooks and 
fixtures for perforated pan- 
eling and store display. 

The name will remain the 
same but the manufacturing 
equipment will be transfer- 
red to the Knape & Vogt 
plant in Grand Rapids. 


Corning Glass Boosts 
Bierer And Everson 

Corning Glass Works, 
Corning, N. Y., has promot- 
ed two executives in its Con- 
sumer Products Div. 

James H. Bierer has been 
named to the newly created 
post of market development 
manager. He joined Corning 
in 1946 as a market re- 
search analyst and became 
sales promotion and adver- 
tising manager in 1954. 

Peter O. Everson has been 
appointed sales promotion 
and advertising manager. He 
joined the firm in 1956 as a 
supervisor in the consumer 
sales promotion and advertis- 
ing department. He formerly 
was with Curtis Publishing 
Co. 


Rudolph O. Bernard 
Elected By Kay-tite 


Kay-tite Co., West Orange, 
N. J., has elected Rudolph O. 
Bernard president. 

Mr. Bernard is the former 
general sales manager of 
building materials and hard- 
ware division of Kay-tite. 

At the same time, the firm 
introduced an improved 
water repellent called Kay- 
tite Special which eliminates 
wetting down masonry sur- 
faces. 


Southern Hardware 
Convention Deadline 


American Hardware Man- 
ufacturers Assn. has issued 
a call for names of delegates 
attending Southern Hard- 
ware Convention in New Or- 
leans April 13-17. 

The deadline for advance 
registration is March 17. 
Only registrations in before 
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that date can be included in 
the advance directory. All 
others go into a supplement. 

Registrations open April 
13 at 10 a.m. to 5 p.m. in the 
Roosevelt Hotel lobby. The 
desk will be open from 9 
a.m. to 5 p.m. on the re- 
maining three days. 

The convention will open 
with a _ reception at the 
Roosevelt April 13. 

Other program features 
will include a_ wholesaler- 
manufacturer contact’ ses- 
sion; a joint speaker session 
with Dr. G. D. Heaton; and 
two Southern Wholesale 
Hardware Assn. sessions. 

The convention adjourns 
at noon on April 17. 


Callahan Takes New 
Remington Arms Post 


J. J. Callahan has been 
appointed manager of the 
newly created advertising 
and sales promotion division 
of Remington Arms Co., Inc., 
Bridgeport, Conn. 

Mr. Callahan was for- 
merly manager of sales divi- 
sion, Mall Tool Co., a divi- 
sion of Remington. 


Lansburg Resigns From 
M. Seller, Wholesaler 


William Lansburg, vice- 
president, has resigned from 








M. Seller Co., San Francisco | 


wholesaler. 
come a manufacturers’ rep- 
resentative covering Califor- 
nia and Nevada. 

Mr. Lansburg has been di- 
rector of sales for 
since 1954. Before that he 
was director of sales promo- 
tion, advertising and public 
relations, and assistant di- 
rector of sales at National 
Presto Industries, Eau 
Claire, Wis. 


Control Of Crescent 
Regained By Sapinsley 


Milton C. Sapinsley, found- 
er of Crescent Co., Paw- 
tucket, R. I., and his son 
John M. Sapinsley, have re- 
acquired control of the firm. 

They sold it to Penn-Texas 
Corp. in 1953. 

Milton Sapinsley will re- 
main as chairman and trea- 
surer and John Sapinsley 
also remains as_ president. 
There will be no changes in 
personnel. 


He plans to be- | 


Seller | 
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| “Snodgrass is livin’ high off the hog. . . 
| since he started suggesting ‘Scotcn’ 33 
Plastic Electrical Tape for all home repairs!”’ 

















WINDOW CLEANERS AND FLOOR SQUEEGEES 
THE COMPLETE LINE — BRASS — STEEL — FOR VOLUME 
USERS — PROFESSIONALS — INDUSTRIAL USES 
Solid Brass— for the professional. 


re Handle can be moved to any posi- 
: tion. Secured by spring clip. No 
No. 75 screw to remove to change single 

molded rubber. Lock ring handle. 








Heavy gauge solid brass, two TRU- 
CUT rubbers. Inner blade covers 
screw ends, protects chamois from 
tearing. Lock ring handle. 





No. 93 Same features as No. 50 except cadmium plated 
heavy gauge steel. 






x%~ >» Lighter gauge. solid brass. Two TRU- 
CUT rubbers. Solid brass screws. 





Treo 
<7 


No. 6063 


Heavy duty floor squeegee. Selected 
hardwood block. “x1 %"' red rubber. 








3 
Heavy duty complete with 
handle. “x2%" red rubber 


Heavy duty curved floo: 
squeegee. Brass screws. Han. 
dle furnished. 








—_— News of the Trade 








NEWS OF 


MANUFACTURERS AGENTS 


Lyman Rogers Sales, 
Petersburg, and A. F. 
ham, Jr. & Associates, Bir- 
mingham, have merged as 
the Graham-Rogers Co. The 
new company has headquar- 
ters at 5114 Twentieth Ave. 
North, St. Petersburg, Fla. 
Art Graham will cover Mis- 
sippi, Alabama and Tennes- 
see. His partner, Lyman 
Rogers, will cover Florida, 
North Carolina, South Caro- 
lina and Georgia. The firm 
currently handles fishing 
equipment and other sport- 
ing goods for Hodgeman 
Rubber Co. and B. F. Gladd- 
ing & Co., Inc. 


St. 
Gra- 


Nelson Industries, Pitts- 
burgh, has named Hall & 
Howard, Thomasville, Ga., as 
its representatives in the 
nine southeastern states for 
Nelson mail boxes and other 
builders’ hardware and home 
improvement products. 

Vv 

Holthouse & Hartup, Inc., 

Waynesboro, Tenn., has ap- 





pointed Jack C. Lyles & As- 
sociates, Atlanta, to handle 
the entire Hill line of hick- 
ory striking tool handles in 
Georgia, Florida, North and 
South Carolina, and Virginia. 
v 
Withington, Inc., West 
Minot, Me., has named Brez- 
ner & Graubard Associates, 
New York, representative 
for its juvenile’ sporting 
goods in New York, New 
Jersey, Delaware, Maryland, 
Pennsylvania, and District 
of Columbia. 
v 


Kimball Mfg. Corp., San 
Rafael, Calif., has appointed 
Arthur H. Collbran Co. rep- 
resentative for its line of 
water skis, battery boxes 
and bindings in northern 
California, Arizona, Nevada 
and Hawaii. 

Vv 


Acmeline Mfg. Co., Div. of 
Air Control Products, Inc., 
Saranac, Mich., has appoint- 
ed William W. White & Co., 


Inc., White Plains, N. Y., to 
handle its tank and hand 
sprayers in New York, met- 
ropolitan New York and all 
of New England. 

v 


John H. Graham & Co., 
Inc., New York, has ap- 
pointed John R. Anderson 
representative covering In- 
diana and southern Illinois. 


JOHN R. ANDERSON 
with 

& Co., 

wholesaler. 

© 


Mr. Anderson was 
Janney-Semple Hill 
Minneapolis 


John Sunshine Chemical 
Co., Inc., Chicago, has made 
three appointments. Davids- 





Steinbach Co. will 
northern California, Reno 
and Hawaii. Maurie Gray- 
sen will cover southern Cal- 
ifornia, Las Vegas and 
Arizona. C. E. Williams will 
cover Texas. 


cover 


v 


Arms Co., Ine., 
Fairport, N. Y., manufac- 
turer of gas-powered and 
air-powered Pellgun rifles, 
pistols and shooting accesso- 
ries, has named Thompson & 
Thompson, Associates, Inc., 
La Crosse, Wis., manufac- 
turers agents, to cover Wis- 
consin, Minnesota, Illinois, 
upper Michigan and the Da- 
kotas. 


Crosman 


v 


Withington line of juve- 
nile and adult sporting goods 
will be represented in Cali- 
fornia, Arizona and Nevada 
by Von Stetten Associates, 
San Francisco. 

Vv 

Alden Speare’s Sons Co., 
Cambridge, Mass., has named 
Bernard Padden, New York 
City, metropolitan New York 
representative. The Speare 
Co. makes Robo and Rolit 


brand knife sharpeners. 














SEFLECTOR 


HARDWARE CORP. 
VISIT OUR NEW YORK SHOWROOM 


MAIN OFFICE AND FACTORY 


NEW 


tincenis MERCHANDISING EQUIPMENT 


SECTIONAL VIEW SHOWING USE OF 
RHC BRACKETS FOR PROPER MERCHANDISE 
PRESENTATION ON WALL STANDARDS 


1400 N. 25th AVE. 
MELROSE PARK, ILL. 


YORK OFFICE AND SHOWROOM 


225 W. 34th STREET 


NEW YORK 11, N.Y. 
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WRITE DEPT. HA-2 
for your FREE copy 
of the NEW RHC 


Spacemaster 


57-S Catalog. 
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Sheet Metal Group 
To Meet In Chicago 


The 48th Spring Meeting 
of the National Assn. of 
Sheet Metal Distributors will 
be held at the Sheraton- 
Blackstone Hotel, Chicago, 
May 8 and 9. 


Requests for accommoda- 
tions should be addressed to 
Paul R. Moyer, reservation 
manager, Sheraton - Black- 
stone Hotel, Michigan Ave. 
at Balboa Ave., Chicago 5, 
Ill. 


Black & Decker Elects 
Hardesty, McCarty VP's 


Black & Decker Mfg. Co., 
Towson, Md., has elected two 
vice-presidents. 

J. Early Hardesty has 
been elected vice-president, 
treasurer. Before joining the 
firm in 1954, Mr. Hardesty 
spent 20 years with Davison 
Chemical Corp. 

George W. McCarty was 
elected vice-president, re- 
search and development. He 
joined the firm in 1946 as a 
draftsman. He has held vari- 


ous executive positions f-om 
engineer to chief engineer. 


Irwin M. Towers Heads 
Sargent Promotions 


Irwin M. Towers has join- 
ed Sargent & Co. New 
Haven, as sales promotion 
and advertising manager. 

Mr. Towers has been east- 
ern district sales promotion 
manager for Graybar Elec- 
tric Co. and an account ex- 
ecutive with Jules Lippit Ad- 
vertising, New York. 


Texas Club Honors Loma 


The Texas Housewares 
Club of Dallas, at its annual 
breakfast during the NHMA 
show at Chicago recently, 
made its annual award to a 
manufacturer “making the 
outstanding contribution to 
the industry.” The 1957 
award went to Loma Plastics 
Inc. for its clothes hamper. 
Honorable mention went to 
National 
Corning Glass, General Elec- 
tric Co., Sunbeam Corp., and 
Wooster Rubber Co. 
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Presto Industries, 








ideal Toy Appoints 
Gilbert G. Southwick 


Gilbert G. Southwick has 
been named general manager 
of the new Infant and pre- 
school division of Ideal Toy 
Corp., New York. 

Mr. Southwick was presi- 
dent of Childhood Interest, 
Inc., an educational toy firm 
he helped develop. He had 
been president since 1952. 

Mr. Southwick was presi- 
dent of the Toy Manufactur- 
ers Assn. in 1956. 





GILBERT G. SOUTHWICK 











DEALER BRIEFS: 
(Continued from page 119) 


called upon architects and 
builders in all types of con- 
struction. Mr. McCue retired 
Dec. 31. 


Dania, Fla.—Wattles Lum- 
ber Co., 301 N. W. First St., 
has changed its name to 
Cameron Lumber Co., same 
address. There has been no 
change in ownership, man- 
agement or policy. 





Milwaukee, Wis.—Mr. and 
Mrs. Earl Aiken, 513 N. 
Story Parkway, celebrated 


their 50th wedding anniver- 
sary on Oct. 3. Mr. Aiken 
retired as purchasing agent 
for the Badger Paint & 
Hardware Co. in 1955. He is 
a member of the Hardware 
Age 50 Year Club. 


Evergreen Park, Ill.—The 
Hickory Hills hardware 
store, 9440 Roberts Rd., held 
its grand opening Nov. 1 and 
2, complete with door prizes 
and souvenirs. The new 
store offers complete lines of 
plumbing and electrical sup- 
plies, housewares and hard- 
ware. It is equipped to deal 
with contractors. 










OUT SELLS 
OUT PERFORMS 
all other floats 
on the market / 


~ 
¢< 


4 
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Display and Sell the Float 


Our national advertising tells 
millions of fishermen to look 
for the float with the Green 
Cap. The only float with self- 
releasing line fecture. 

You reel in the fish all the 
way with a Dayton Green Cap 
self-releasing line float. 

Ask your jobber salesman to 
demonstrate this self-releasing 
feature that only Dayton Floats 
have. 


WHEN YOU SELL DAYTON YOU SELL THE BEST 


Layton BAIT CO. 


2701 S. Dixie Drive, Dayton 9, Ohio 
In Canada: Dayton Bait Reg., 11580 Poincarre Ave., Montreal, Quebec 
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SCREWS AND 
FLOOR GUARDS 
FURNISHED FREE 
WITH EACH SET 
OF 4 LEGS 


CONTACT 










ALSO 
AVAILABLE 
IN BRASS 


YOUR DISTRIBUTOR 


WROUGHT IRON PRODUCTS INC. 2540 FARRAR ST., ST. LOL 
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© 7/16” RODS 


@® HEAVY 12 
GAUGE TOP 
PLATE 


@ TERRIFIC for 
tie-in sales with 
paints, stains, 

brushes and 

related items. 











GERBER ALSO MAKES 
WOOD, TAPERED STEEL 
AND FOLDING LEGS 
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Dealers ordering seasonal and all-year merchandise at Albany Hard- 
ware's first merchandise show. 


Dealers were in a buying 
mood at Albany (N. Y.) 
Hardware & Iron Co.’s first 
annual See-n-Save Days 
dealer show late last month. 

Those were the _ reports 
given Dudley H. Robinson, 
Albany hardware secretary 
and sales promotion mana- 
ger, by manufacturers ex- 
hibiting at the show. Albany 
Hardware officials termed its 
first dealer show a tremen- 
dous success. 

More than 120 manufac- 
turers exhibited lines in the 


11,000 sq ft display area. 
Lines included hardware, 
housewares, electric appli- 
ances, sporting goods, arms, 


ammunition, floor covering, 
and outdoor living. 
Dealers and_ exhibitors 


were guests of the harc~ are 
wholesaler at dinner on each 
of the three show days. The 
wholesaler took the picture 
of each dealer. Dealers, in 
addition to their photos, were 
given hundreds of door and 
booth prizes, and partici- 
pated in three grand awards. 





Retzlaff Re-elected 
Our Own Chairman 
(Continued from page 118) 


water, Minn. 

More than 1100 dealers at- 
tended the show. They rep- 
resented about 500 of the 
Our Own member § stores. 
These dealers came to buy, 
and to seek promotional 
ideas for a hard-selling 1958. 

While aware that sales in 
1958 present a challenge, and 
feeling the effects of a soft 
beginning to the year, the 
majority of Our Own dealers 
voiced confidence that it will 
be another good year for 
those willing to pitch in and 
make a strong promotional 
effort. 

Dealers at the show saw a 
preview of many promotional 
campaigns for the _ year. 
These dealers bought spe- 
cials in 160 exhibitor’s 
booths. Buying was brisk, 
especially where deals or 
price specials were offered 
on staple stocks. 

Dealers were briefed on 
Our Own’s all-out “Super- 
mix” paint sales campaign. 
The theme here was “sell and 
stock the complete line. Be 
paint headquarters in your 
town.” 


A new idea was tried at 


128 


this show. A special night 
session was called to up-date 
dealers in product knowl- 
edge. Almost 500 dealers re- 
sponded, proving a thirst for 
product knowledge that helps 
to sell more merchandise. 


Pretty Prodacts Names 
Gildow Sales Manager 


Clyde E. Gildow has been 
appointed sales manager for 





CLYDE E. GILDOW 


all divisions of Pretty Prod- 
ucts Inc., Coshocton, Ohio. 

Mr. Gildow has been with 
the rubber products firm for 
15 years. He was sales man- 
ager of the automotive div. 
and assistant sales manager 
before taking his new post. 


News of the Trade 
Dealers In Buying Mood At Albany Show 
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A. Robinson McEwen 


A. Robinson McEwen, 54, 
president of Ox Fibre Brush 
Co., New York, and Mrs. Mc- 





A. ROBINSON McEWEN 


Ewen died Jan. 26 in a fire 
that destroyed his home at 
Hartland, Vt. Mr. McEwen 
was the grandson of the 
founder of Ox Fibre. He has 
been president of the firm 
since 1946. He succeeded his 
father, Alfred F. McEwen. 

Mr. McEwen has been an 
officer in the American 
Brush  Assn., American 
Hardware Mfgs. Assn., Sales 
Executive Club of New York 
and many other associations. 


Charles R. Phillips 


Charles R. Phillips, north- 
ern New England sales rep- 
resentative for the P. & F. 
Corbin Division of American 
Hardware Corp., New Bri- 
tain, Conn., died Dec. 31 at 
his home in Portland, Me. He 
had been with the company 
since 1928. 


W. Ronald Morse 


W. Ronald Morse, 69, re- 
tired executive vice-president 
of Stanley Works, New Brit- 
ain, Conn., died Feb. 6 in 





W. RONALD MORSE 


New Britain General Hospi- 
tal after a long illness. Mr. 
Morse joined Stanley in 1919 
as a master mechanic. From 
1921 to 1928 he was secre- 
tary for Mohawk Mfg. Co. 
In 1928 he returned to Stan- 
ley. He became a member of 
the board in 1950 while a 
vice-president of the hard- 
ware division. He attained 
his last position in 1951. 


Harold E. Medberry 


Harold E. Medberry, di- 
rector of sales training of 
the P & F Corbin Div., 
American Hardware Corp., 
New Britain, died at his 
home in that city on Feb. 2. 
He was a member of the 
American Society of Archi- 
tectural Hardware Consul- 
tants. He represented Cor- 
bin in North and South Caro- 
lina from 1928 to 1953. 


Edward H. Wieder 


Edward H. Wieder, 64, 
purchasing agent for C. Y. 
Schelly & Bro., Inc., hard- 
ware wholesaler of Allen- 
town, Pa., died Jan. 17. He 
joined the company in 1912 
as an assistant buyer. 


William M. Hall 


William M. Hall, vice- 
president of Paine Co. of 
Addison, Ill., died Jan. 3. 
He had been with the com- 
pany for 27 years. His sur- 
vivors include his son Bruce, 
a representative of the com- 
pany. 


Lyndon D. Merrill 


Lyndon D. Merrill, 59, 
Canton, N. Y. hardware 
dealer, died Dec. 7 after a 
long illness. Mr. Merrill had 
operated the Merrill Broth- 
ers Hardware Store until 
his illness. He founded the 
Canton store with his broth- 
er in 1926. 


Edward I. Weinstein 


Edward I. Weinstein, 95, 
retired Ft. Worth hard- 
ware dealer, died Dec. 13 in 
Los Angeles where he has 
been living since his retire- 
ment. Mr. Weinstein estab- 
lished Weinstein & Sons 
Hardware Co. in 1910 and 
operated it until his retire- 
ment three years ago. 
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Hardware Age 


Photo Angles 


A report in 
pictures of events 
ir the trade 


Millers Falls Co. representatives 
look over a carpenter's square at 
the company offices in Green- 
field, Mass., during a recent sales 
training program. Standing, left 
to right: J. H. Shimer; J. P. Barry: 
S. L. McKenzie, Jr.; A. G. Crans- 
ton. Seated, left to right: J. W. 
Constance, sales promotion and 
advertising manager; A. E. Acker- 
man, vice-president of sales; F. N. 
Lyman, industrial sales manager. 





soca 


& 

| | 
Officers of the Sporting Goods Jobbers Assn. and Chicago wholesalers held a meeting at the 
Conrad Hilton Hotel, Jan. 18. Left to right, seated: Nat Sharf, treasurer of SGJA; F. L. Johnson, 
Ace Hardware Corp.; Phil Teitelbaum and Barney Ferguson, Voedisch Bros.; Harry Helzer, 
Marshall Wells Co., president of SGJA; Charles Leftin, Kruse Hardware Co., second vice-presi- 
dent; Jack Faber, Faber Bros.; Raymond McGreevy, Remco, Inc. Standing: Fuston Sanders 
and Frank Vondrasek, Remco; Fred Florence and Roger Stangeland, Faber; Jerry Morrison, 
National Fishing Tackle Show. 























Russell & Erwin Div., American Hardware Corp., New Britain, Conn., concluded its builders’ 
hardware school for dealers and customers Feb. 14. Left to right, seated: O. J. Manochi, 
advertising manager; E. H. McCulloch, general sales manager; David Muirhead, AHC, executive 
vice-president; R. O. Miller, instructor; V. H. Verby, sales promotion manager. Those standing 
attended the course. 
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Twenty directors and instructors 
from Lawn-Boy parts distributors 
across the country recently at- 
tended a two day clinic at the 
Lamar, Mo., plant of Lawn-Boy 
Div. of Outboard Marine Corp. 
Charles Lear, Lawn-Boy service 
manager, arranged and directed 
the clinic. 


Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words 
ach additional word 


Positions Wanted 
(Special Rate) set solid, maximum 
50 words 
Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 


5°% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 5éth Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








SALESMEN WANTED 


For full time or side-line selling of floor mat- 
ting. Earn a regular income of up to $1,000 
per month by a higher rate of commission. 
Sales average $100. A wide line of the nation- 
ally advertised products of America's oldest 
established floor matting firm. No investment 
required. We drop ship direct to customer, 
invoice the customer and remit profits upon 
payment of invoices. A complete line of sam- 
ples, catalogs and literature at no cost. Leads 
from national advertising furnished. Write for 
particulars, enclosing a photograph of your- 
self and telephone number. 


AMERICAN MAT CORP. 


1731 Adams St., Toledo 2, Ohio 














MANUFACTURER'S REPRESENTATIVE WANTED 


Salesman now calling on hardware and variety stwres 
with two or three non-conflicting lines. We offer a 
good staple line of 23¢, 49¢ and 98¢ paints, low 
priced gallon paints and a nationally advertised line of 
popular priced paints on a ccmmission basis. This 
merchandise has mass market appeal. Every store 
selling paints is a good prospect. Write advising age. 
marital status, territory covered, how often you cover 
it and lines now carried 


Address Box 1217, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











SALES REPRESENTATIVE 
FOR ESTABLISHED PAINT 
UFACTURER; liberal commissions; 
territories; good opportunity for salesmen having 
contact with retail hardware, paint, lumber, etc., 
stores. Open territories: Ohio; Indiana; 
gan: North Illinois: California; North and South 
Carolina and Georgia. Write us full details. 
dress Box B-39, care of HARDWARE AGE, 
nut & 56th Sts., Philadelphia 39, Pa. 


WANTED 


Chest- 


SALESMEN-REPRESENTATIVES. 
America’s leading manufacturers of aluminum 
screen doors and aluminum screen porch enclo 
sures seeks salesmen with a following in lumber 
yards and hardware dealers. The salesmen will 
be given full cooperation, leads, etc. Write in 
full details, complete confidence. Address: Box 
B-37, care of HARDWARE AGE, Chestnut & 
Sts., Philadelphia 39, Pa. 


(ne of 


MANUFACTURER OF OUTDOOR LIGHT- 
ING FIXTURES and garden supply items wants 


commission men who can sell the hardware, elec- | 


trical or garden supply trades. 
ritories available. Address: 
HarRDWARE AGE, Chestnut 
delphia 39, Pa. 


Many choice ter- 
Box B-19, 


& 5S6th Sts., Phila 








BRUSH MAN- | 
protected | 


Michi- | 
Ad- | 


56th | 


care of | 


EXCELLENT LINE for sales representatives 


calling on the retail trade in hardware, depart- 
ment, variety and chain stores. Good commission. 
Write: Midwest Plastics Mfg. Co., 
Avenue, St. Paul 6, Minn. 





208 Bates 


SALESMAN PLUMBING’ SPECIALTIES | 


to sell 
clusive territory, 10% commission. 
details with references. Replies 
Akron Supply Co., Inc., 216 Grand Street, Brook- 
lvn, New York. 


130 


confidential. | 


for established national distributors ex- | 
Write full | 


Paint Brush Salesman 


Prominent paint brush manufacturer has open 
territories for successful sales producer. Pre- 
fer man now calling on paint, hardware, lum- 
ber dealers. Protected territories. Established 
business. Will also consider sideline man or 
manufacturers’ agent. 


Address Box A-23, care of HARDWARE AGE 











Chestnut & 56th Sts., Philadelphia 39, Pa. 








WANTED 


Salesmen calling on small tool and elec- 
tronic concerns to carry standard line of 
“Mailing Boxes." For details write 


DOUGLAS YOUNG, INC. 
110 Kenyon Avenue, Pawtucket, R. |. 











HICKORY HANDLE REPRESENTATIVES | 


Well established manufacturer of lickory 
Striking Tool Handles has opening for established 
commission agents in the states of Iowa, Ne- 
braska, Kansas, Missouri, New York, Louisiana, 
North and South Carolina, Virginia, 
and Florida. 


Industrial Jobbers, every 60 days. 
complete information regarding lines 
territory covered, number of accounts called on, 
and how often accounts covered. Address: Box 
B-28, care of Harpware AGE, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





SALESMEN OR FACTORY REPRESEN- 
TATIVES who have a good following with the 
hardware or housewares jobbing trade. We have 
a few territories open. Our line is nationally 
known. We pay high commissions. Excellent 
year ‘round sellers. Protected territory. Write 


Genera] Sales Manager, Ohio Products Company. | 


North Madison 1, Ohio. 





ESTABLISHED HOUSEHOLD SHEAR 
COMPANY offers brand-new idea in merchan- 
dising for independent retailer. High quality 
products priced for volume as low as 69¢ to 
$3.95. Excellent additional line. High Com- 
mission. Write territory covered and _ lines 
carried to: George Quinton and Son, 


L. I... New York. 





REPRESENTATIVES WANTED calling on 


furniture manufacturers 
southern states. 
knobs to customer specifications in brass and 
aluminum. Please mention lines now handled and 
trade now covered. Write Burd Manufacturing 
Co., 1897 Columbus Ave., Springfield 3, Mass. 


in north central and 








MANUFACTURER OF A HIGH QUALITY 


AND COMPETITIVE line of Cabinet Hard- 
ware wishes representation in the following areas: 
Pennsylvania, Illinois, Oklahoma and Nebraska. 
Our line is sold direct to retail lumber dealers, 
contract hardwares, and kitchen cabinet manufac- 
turers. Please mention lines now handling and 
all particulars in first letter. Address: Box 
B-10, care of Harpware Acre, Chestnut & 56th 
Sts.. Philadelphia 39, Pa. 


Georgia, | 
Agent must be well established and | 
calling on Wholesale Hardware, Mill Supply, and | 
Write, giving | 
handled, | 








SCREWS—NUTS—BOLTS 


Outstanding Eastern Fastenings Company 
with nation-wide distribution now expand- 
ing. Finest Domestic Screws, Nuts, Bolts, 
Socket Screw Products, Washers, Threaded 
Rod, etc. New 64-page Catalog just com- 
pleted—most comprehensive in Industry. 
Openings available for high calibre Repre- 
sentatives calling on Hardware, Mill Supply, 
and Wholesale Electrical Supply. Give com- 
plete details, lines carried, territory covered, 
references, etc. 


Address Box B-1t7. care of HARDWARE AGE 
Chestnut & 56th Sts... Philadelphia 39, Pa. 














Manufacturers Representatives Wanted 


To sell quality competitive Sliding Door Hard- 
ware and accessories to Hardware, Lumber, 
Building Supply and Sash and Door Jobbers. 
Choice territories open including many of the 
largest cities in VU. S. 


Address Box B-40, 
Chestnut & 


care of HARDWARE AGE 
56th Sts.. Philadelphia 39, Pa. 











EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib 
utors and retailers. Unique demonstration sells 
8 out of 10 on first call. Address: Box A-22, care 
of HARDWARE Ace, Chestnut & 56th Sts.. Phila 
delphia 39, Pa. 





Accounts Wanted 











Merrick, | 


We manufacture custom turned | 





REPRESENTATIVES 


Covering all phases of jobbers. Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct. 
Inquiries invited. WRITE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 











AGGRESSIVE MANUFACTURERS REP 
RENTATIVE desires quality builders Hardware 
line. Travels Florida and Georgia. References 
furnished. Address: Box B-38, care of HARDWARE 
AcE, Chestnut & 56th Sts., Philadelphia 39, Pa 





WANT FACTORY LINES OF BUILDER 
AND CABINET Hardware, Metal Sliding Win- 
dows, doors and hardware tools, or allied lines 
for Oregon, Washington and British Columbia. 
Wholesale and Jobber Trade. Experience 12 years. 
Wholesale selling. If you have good lines, want 
coverage write today, send catalog. Address: 
Box B-35. care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 
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Accounts Wanted 





Help Wanted 


Business Opportunities 











Consistent, Conscientious, Concentrated 


coverage of metropolitan 
New York and New Jersey 


BOBROW LEWELL ASSOCIATES 
814 Broadway, New York 3, New York 


(We get results) 











CALIFORNIA 


Experienced sales organization with 
warehouse facilities will handle your 
sales promotion to hardware, house- 
wares, rack jobbers and chains. 


Address Box A-33, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














PLUMBING ITEMS — CANADA 


Well established Manufacturers Agent now selling 
Plumbing Jobbers, Wholesale Hardware, and other 
volume accounts in Eastern Canada wants one or twe 
good lines for this Trade. Suggestions: Closet Seats 
(Plastic), Enameled or Stainless Stee] Sinks, Cer- 
tain Type of Brass Goods, other allied lines 


Address Box 8-33, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











ADDITIONAL LINES WANTED FOR DIS- 
TRIBUTION TO JOBBERS, CHAINS, DEPT. 
STORES, RETAIL HARDWARE AND LUM- 
BER, ETC. 
JERSEY, ‘PENNSYLVANIA, 
AND MARYLAND. A high type effective sales 
organization now currently calling on trade in 
the above states is interested in launching and 
pioneering new products and established lines with 
volume sales possibilities Our salesmen are not 
“order takers’’ but ae salesmen who will 
detail, introduce, merchandise, promote and SELL 
your product to the retail rome By Our services also 
include professional advertising, promotion and 
merchandising assistance, along with a successful 
sales record. Complete warehouse and billing fa- 
cilities available. Address: Birkbeck Brothers, 
Inc., 70 North York Road, Willow Grove, Penna. 


DELAWARE 


MICHIGAN, INDIANA, OHIO, KEN- 
TUCKY. Well established, capable and efficient 
sales representation, available to a good manu- 
facturer of a hardware or houseware line, selling 
to the jobbers, janitor and restaurant supply, 
chain stores, etc. We do not call on the regular 
run of retail trade. Address: Box A-35, care of 

Chestnut & 56th Sts., 'Philadel- 


HARDWARE AGE 
phia 39, Pa. 


MANUFACTURER’S REPRESENTATIVE. 
Young, aggressive agent just getting started in 
owa, Kansas, Missouri and Nebraska. Known in 
territory. Can give full attention to good tool 
lines. Address: Box B-36, care of HARDWARE 
AcE, Chestnut & 56th Sts., Philadelphia 39, Pa. 


WHOLESALE HARDWARE—Tennessee-Ar- 
kansas Coverage. Let us handle your line for satis- 


factory results. We are profit makers. Effective, 
efficient, experienced. Horace Wright & Com- 
pany, 1759 Overton Park Ave., Memphis 13, 


Tenn. Phone: BRoadway 8-7346. 











», OUTLETS THROUGHOUT NEW | 





AUTOMOTIVE 
HARDWARE SALESMEN 


Nationally known automotive hard- 
ware company expanding sales 
force, offers opportunity for experi- 
enced hardware salesmen capable 
of earning $7,500-$10,000 per year. 
Write giving educational and sales 
background to Mr. L. O. Braden, 
Fullwell Motor Products Co., 4005 
Clark Avenue, Cleveland 9, Ohio. 














MANAGERS AND ASSISTANT MANA- 
GERS for large retail hardware in the San 
Fernando Valley—20 miles from Los Angeles. 
Experienced intelligent people, ages 30-40 wanted 
to manage hardware, paint, housewares, electrical 
and plumbing departments. Excellent opportunity 
to grow with an organization that is growing with 
the West. Live in the fabulous San Fernando 
Valley with its year around Summer. Write full 
details to Box 830, care of Harpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 








FIELD SALES MANAGER. Well established 
plastic pipe manufacturer needs capable man with 
successful sales experience in plastic pipe. Sal- 
ary and expenses. Excellent growth opportunity. 
Send complete business and personal resume. Re- 
plies confidential. Consolidated Pipe Co. of Amer- 
ica, 1066 Home Avenue, Akron 10, Ohio. 





Business Opportunities 














BE YOUR OWN BOSS 
HERE IS AN OPPORTUNITY TO GO INTO 
BUSINESS FOR YOURSELF! 

EXCLUSIVE FRANCHISED TERRITORIES. 


Territories open for 75 mile trading area 
of Cincinnati, Columbus, Toledo, Detroit, 
Indianapolis, Pittsburgh and Erie. Ap- 
proximate Investment, Walk-in Truck and 
$3,000.00. No experience necessary. We 
train you. 

For details, write 


SHARON BOLT & SCREW CO., INC. 


Endicott St., Norwood, Mass. 














FOR SALE: Hardware Store in new shopping 
center in prosperous farming community in 
Southwestern Michigan. Inventory and fixtures 
at cost. Good lease available. If you want an 


extra nice store don’t buy until you see this one. 
Contact Dr. Fred L. Mathews, Dowagiac, Michi- 
gan. 
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FOR SALE: Small Hardware Store in Smith- 
ton, Westmoreland County, Penna. Owner wishes 
to retire. Will finance purchase. Does Cash 
business only. One owner past 30 years. Laugh- 
rey & Sons, Real Estate, Scottdale, Pa. 





— ee - 


FLORIDA 


Hardware, Houseware, Paint and Sporting 
Goods Store for Sale with or without Real 
Estate. Located in heart of the fastest grow- 
ing city on Florida's South East Gold Coast. 
Exceptionally clean inventory of approximately 
$75,000.00, grossing over $175,000.00 which can 
be substantially increased with additional capi- 
tal. Outstanding location, thriving business, 
established 20 years, always operated oprofit- 
ably. Excellent return on either business or 
real estate and a real money maker when 
combined. Part Owner-Manager must retire. 
For further information 

Address Box 8-32, care of HARDWARE AGE 

Chestnut & 56th Sts., Philadelphia 39, Pa. 














HARDWARE, Northeast Ohio, established 42 
years, completely equipped, $50,000 clean stock, 
no wholesale or contractor sales, complete hard- 


ware line, 1956 sales $66,000, second fleor storage 
space, downtown area, rent $200, help will stay, 
other interests compel sale, ideal for partners, 
priced right. Apple Company, Brokers, 1836 


Euclid, Cleveland, Ohio. 








DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 


lf you want a sale, reduction, money raising 
removal or closeout, get America’s most re- 
liable and productive sales plans. Send for 
prospectus my 

J. H. VOLL SALES SERVICE 
115 West sale St. 











Madison, Wis. 
HARDWARE STORE: Volume 1957 over 
$145,000.00. 3800 square feet of inside selling 


space plus large garden shop and storage room. 
Located in fast growing suburban Washington, 
D. C., area. Sales increasing each year. In- 
ventory value over $30,000.00, fixtures present 
value $5,500.00 total price $50, 000. Q0, $28,500.00 
cash to handle principals only. Owner has other 
interest. Address: Box A-37, care of HARDWARE 
Ace, Chestnut & 56th Sts., ‘Philadelphia 39, Pa. 











SPECIAL TRIAL ASSORTMENT One-halt 
dozen of each of our 50 most popular brass key 
blanks—$15.00. HAZELTON CHAIN CO., 81 
Kemble St., bemoan 19, Mass. 


FOR “SAL E- een lle Store in Boul- 
der City, Nevada. Where Hoover Dam, ( Boulder 
Dam) is located and Lake Mead. General Hard- 





ware, Sporting Goods, Housewares, Plumbing, 
Electrical, Paint, Fishing Tackle and Toys. Main 
Corner, ample parking, established 20 years, in- 
ventory at cost, balance easy terms, $20,000.00 
to handle. Contact Geo. Haynes, owner for de- 
tails and appointment, Box 455, Boulder City, 
Nev. 





Positions Wanted 





HAVE ABILITY—WILL TRAVEL. Aggres- 
sive salesman (age 26) desires opportunity with 
progressive manufacturer. Six years of experi- 
ence selling retail dealers, jobbers, and institu- 
tional market, for national paint manufacturer, in 
state of Michigan. New Account Specialist, with 
excellent sales record. Address: Box B-34, care 
of Harpware AcE, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 





(MARSHALLTOWN 
wv 


MARSHALLTOWN TROWEL COMPANY -« 


MARSHALLTOWN, 


IOWA 





HARDWARE AGE, FEBRUARY 27, 1958 


131 








keep your customers sold 
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A 
Airex Corp. Div. of Forsberg Co., H. 
The Lionel Corp. ...... Franklin Glue Co. 
| Aluminum Co. of America Fuller Tool Co., Inc. 
choice of aluminum, galvanoid or bronze—in 100° rolls, | Residential Bidg. (Customer 
4a | 
in widths (including all Standard Widths) from 16 sean : 


American Chain Div. 
through 48” | American Chain & Cable Co... 


G 
; American Thermos Products Co. 
t; won’t bulge, buckle or pucker 

unrolls flat, stays fla , ge, P ’ The Gerber waaay Iron Products, 
when properly secured | “ | 7 Inc. cin ee ae 

i i body for tacking... | Animal Trap Co. of America : _ Gibson ‘Good Teck. Inc. 
reinforced selvages provide G good Y 4 | Atlas Tack Corp. | | Gilbert Co., A. C. 
screening won't pull away from the molding, even where ih ae 
it’s "grooved-in” Industrial Products Co 

G Inc., W. W. 

mesh is always uniform throughout . . . holes are clog-free B rainger, Inc., 


; Gries Reproducers Corp. 
...Wwires are never snakey Behr Manning Corp. ............ 


: “9 ange | Griffin Mfg. Co. 
4 : — de erger ons, Inc., C. L. | 
finishes add lustre, increase light transmission, eliminate Bethlehem Steel Co. 


unsightly streaks and stains | Bissell Carpet Sweeper Co. 
Contact the sales office nearest you, for information and prompt delivery. Brink & Cotton Mfg. Co. m4 


| Brown, Inc., John Clark ) 
(F ; i Dp ST R AN DB) Hamilton Mfg. Corp. 





Haws Drinking Faucet Co 


Heppner Sales Co. 
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Houston * Lincoln (Neb.) * Los Angeles * Oakland * Oklahoma City * Phoenix * Portland C | Ingraham Co.. E. 
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5774 Continental Can Co. 20 | 
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Detecto Scales, Inc. 23 
Devcon Corp. . 103 
DeWitt Products Co. . 134 
Drews Marine Mfg. Div. 134 | Keil Lock Co., Inc. 
DuPont DeNemours & Co., Inc.., | Krylon, Inc. 
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Lamson & Sessions Co., The 78 


Lawn Boy Div. 
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E 
ae Outboard Marine Corp 3 
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Efron Mfg. Co., Theodore 
ae | Ekco Products Co. oe? Airex Corp. 32 

. “ts Eico Tool & Screw Corp. = a Lockwood Hardware Mfg. Co 9 
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ewon't kink 
ewon't mildew 
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ANOTHER Rugg “Ready-Pak"’ shipper-display carton with <a : 

powerful three-color banners that attract and sell ~ 7 
customers on superior-quality RUGG Nylon Rope. Pre- | o Ee 3 
measured connected coils make sales quick and easy, at comcemrearee 


a profit. Order RUGG nylon, manila or sisal rope in | Clear Floor Finish with 


READY-PAK display cartons. | FRESH PINE SCENT 
|| Nylon | _ Manila and Sisal | means fresh profits for you! 


Size | Per Coil Per Display | Per Coil Per Display Smells better! Sells better! Fast- 
Ya" 30 ft. 350 ft. 7S tt. 450 ft. drying! Waterproof! Nationally ad- 
3/,"4 50 ft. 200 ft. 50 ft. 300 ft. 


We a 50 ft : vertised! Free self-service display 
an aed. ——— rack! Lithographed package! 








RAO ND moe 


























AT YOUR JOBBERS...OR WRITE $5.75 gallon, retail. Top discount. 
The E. T. RUGG CO. versary The Seaboard Lacquer Co. 
51 MILLER ST., NEWARK, OHIO Baltimore 15, Maryland 
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Portable Electric Tools, Inc...... i 
Washburn Co., The ....... 110 
Wessel Hardware Corp. 107 
R Western King Mfg. Co. ........ 19 
Wheatiand Tube Co. ....... 7} 
Rabor, Inc. ...............05, 115 | White Metal Rolling & Stamping 
Reflector-Hardware Corp. ....... 126 A PE ny ep renrlins I OF aes 
a 21 | Wickwire Spencer Stee! Div. 
Remington Arms Co. Colorado Fuel & Iron Corp..... 132 
E. |. DuPont DeNemours Co...40-41 | Witt Cornice Co. ............. 117 
OMOS, FRE. 2... ccc 133 Woodhill Chemical Co. 96 


Kenberry GADGETS mee 
ARE PROFITABLE 


Se// fast, use 
little space 


Display as a family of 
gadgets in one place 
on peg boards or 
counter bins for fastest 
eelf service sales. 


Serving Tongs in many 
sizes, styles * Cheese 
Slicers, Jar Wrenches 
Deluxe Chromium Roast 
Rack * Skewers in all 
sizes * Lacing Pins « 
Pilate Hangers * Potato 
Bake Rack * Broom 
Clips * Food mixers, 
beaters * Many other 
Gadgets 


More than 50 
Kenberry GADGETS 
Ask your jobber 
Or write for List 







CHROMIUM 





tent Tenge $1.19 Gasb-—Por Garbues and Kitses 
JOHN CLARK BROWN 'ne. 


ONE MONTGOMERY ST. 
BELLEVILLE 9,N.J. 


pn TY GADGETS 
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STAR'S Fem 
- J AMERICANA 


CABINET tg ; 
Zz; y ‘i, 
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on NEW DISPLAY 


Assortment #1300 takes up little space— 
carries complete stock of 16 doz. items, 
$105.24 retail! Each item “Skinpak’d” on color- 
ful card to increase eye appeal, protect finish 
from handling, and insure positively against 
loss of screws, parts, etc. Peels off easily. 

INFORMATION 
FOR Sah Sar 41300 A : 


STAR METAL popucts <e 


1 
370 Butler Street, Brooklyn 









Sold through wholesalers only 



















‘“‘EASY-WRAP”? 


® Stops Pipe Sweating 

® insulates Hot Water Pipes 
® Helps Prevent Pipe Freezing 
® improves Room Appearance 





It is a quality glass fibre insulation and an 
outer-wrap vapor sealing tape designed for 
the do-it-yourself home owner. All you do is 
put it on your counter and replace it as fast 
as it sells. Quick, easy profit for you. 


Order from your jobber 


Packed: In_ individ- R r O DA C , N C 


val “‘Eye-Stopper”’ 
Display Carton. 
3419 Cleveland Street, Skokie, Ilinois 
REIL oh NL RI NEE 





One dozen car- 
tons in Master 
shipper. 





133 


“DO-IT-YOURSELF 


TEM pee 





macatnes . 








_ Easy operation off 
garden hose 


Made for the “backyard” 
“swimming pools 


Also used as a pump 


UNDERWATER 
VACUUM CLEANER 


Minimum maintenance 
_ and service 


Nationally advertised 


41? 95 


RETAIL 


Marine Mfg. Div. 


13-31 127th ST. COLLEGE POINT 56, N. Y. 





Tel COAST TO COAST 0 
THERE’S MORE PROFIT WITH TREWAX! 
EASIER TO SELL 


Nationally and 
Locally Advertised 
Local Consumer 
Sampling 
Complete Ling 
of Quality Waxes 
PROTECTED 
PROFIT 
A Big 40 Margin 
Strong Repeat 
Sales 
No Drug or 
Grocery Store 
SOLD EXCLUSIVELY THROUGH 
HARDWARE AND PAINT STORES 


neorest a ; 


TREWAX COMPANY. 5631 SO. CENTINELA AVE.. CULVER CITY. CALIF 





Prize 
Winning 
Self-Selling 


PLAST le 
ALUMINU a 


| Write for Details of BIG 


: FREE Goods Offer 


Magic Iron 
Rial Company, Inc. 


5427 BOWER AVENUE 
‘ CLEVELAND 27, OHIO 





New Display Rack 
Speeds Up Sign Sales 








HY-KO PRODUCTS CO. 


Gig S98 


OF: 
EASY TO READ WE ATHERPRO 


lean REUT 
| anemenee 7" 


Hy-Ko does it again—puts swift in sign sales. 
Stunning new small space counter or peg board 
self-selling display rack FREE with each 5 doz. 
asst. Choose from 20 different wording rust- 
proof, fadeproof reflecting signs. Two or three 
racks placed at good store locations will 
bring a big profit on small space they 
occupy. Rack back lists over 80 sign 
wordings. Order now from your jobber. 


of Better 
Signs, Letters, 
Numbers’ 


HY-KO PRODUCTS CO., Cleveland 3, Ohio 








AMERICA'S FASTEST 
SELLER BECAUSE 
IT’S SUPERIOR 


A SNOW WHITE PLASTIC IN or TUBE 
Outlasts all "Caulk'’ Compounds (se 
Proven through the years .. PERMANENT yg 


FOR SEALING TUBS, TILE, 
SINKS, WOOD, ETC. 


Blends, easy to use, never becomes 
hard or brittle. always water- 


proof. Attractively packaged. 


Inquirers Invited © FREE SAMPLE 


DE WITT PRODUCTS CO. 
5860 PLUMER ST. + DETROIT 9, MICH. 


NATIONALLY 
ADVERTISED 


DeWills 


PRONOUNCED 
DUKE" 





Furniture Rest — Pintle Type 





RUBBER CUSHION GLIDES 


Adjustable Rubber 


Cushion Glide Bakelite Furniture Rest 








Ask your jobber, 





Bakelite Caster Cup 





Wonderful for all wood \Sgsiamimmmeuull 7 
and metal furniture. Wem 
Glide softly, si ‘ ges See 
smoothly. 
a 3- are _— 6 Sizes. 
", 11/16", ; 
en PROMPT SHIPMENT 


ROBERT E. MILLER & CO., INC.., Rubber 
35 Pearl St.. New York 4, N. Y. 


Set of 4ina 

3-color Box, 

{2 Boxes in 

(aren iyae fa” Upholstery Nail 
"» Ys 


Rubber Expander 
Tubular Glide 





1%", 1%" 


if he is not supplied, sulle 


Adjustable Tubular 


Crutch Tip Spring Type 
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1: ETTER BUY NATIONAL ’ 


ae ee eg ne 
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“NAT” STANDS OUT 


for one-source buying 


Want to reduce your fastener handling and ordering problems? 
Switch to one-source buying. National stands out as your most logical single source 
because: 1. It’s the complete line. 2. Packaging is uniform, colorful, with buy appeal. 
3. Color-coded labeling makes stock handling easier. 4. Quality is unsurpassed, 
assures constant customer satisfaction. 

Standardize on National and eliminate costly prob- 
lems of multiple-source buying and handling. Sell 
National, and you'll be selling the complete quality 
line—the one that stands out. 







Ask Your Distributor... He Knows 








THE NATIONAL SCREW & MFG. COMPANY 
CLEVELAND 4, OHIO 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 


CHESTER ! : 
HOISTS ry 





| 














MAGIC SHOVEL 


with DOUBLE-TAPER FORGING and 5 hidden-value features 


(STEEL LITE) Exclusive shock band ... takes shock of heavy 


BLADE. UNCONDITIONALLY GUARANTEED 


work without handle breakage 
(ae Forward forged steps at no extra cost 


Burntcote handle of selected ash extends 
complete length of socket 


(STEEL: LITE) Perfect down center balance... it feels light, 
~ it's Steel-Lite 


(STEEL- LITE] The only light-weight shovel with all the 
~~ features you've asked for 


O. AMES CO. wits 


See your Ames distributor for complete details. 





